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As A PROBABLY EFFECTIVE means for, hastening the 
process of economic readjustment, the newly. formed 
Industrial Board of the Department of 


Plans To . : é 
. Commerce is of much interest to every 
Readjust . A 
“ retail merchant. A summary, therefore, of 
Business. 


the procedure contemplated by Secretary 
set forth for the en- 
The Secre- 


of Commerce Redfield is here 
lightenment and judgment of our readers. 
retary of Commerce thinks that one of the first steps 
Board should take would be to call into 


industry 


which the 
consultation and conference the leaders of 
in such numbers and by such groups as it may be felt 
is wise. Probably the first of these conferences should 
be with representatives of industries producing basic 
steel, lumber, textiles, cement, 
and 


materials, such as iron, 
copper, brick, and other construction materials, 
from time to time thereafter such others as may be 
ceemed proper. It is believed, however, that indus- 
tries dealing in finished products will be able to largely 
(if not entirely) adjust their prices in line with the 
above policy, without material aid from the committee. 

At such conferences the general situation or con- 
ditions as they may change up to the time of the con- 
icrence, should be considered and carefully under- 
stood, and the principles which ought to apply and 
govern the solution of the problems should also be 
fully understood and appreciated. It is believed that 
these principles and views will be readily accepted by 
the great majority of those called into conference and 
further that if any of those who come into conference 
principles and views, a discussion 
without any consider- 


a-testion these 
thereof in the conference will, 
able delay, lead to a unanimous acceptance thereof. 

In addition to giving assistance to industry in reach 
ing satisfactory price bases, the Board ought to be 
able to give valuable advice in regard to such questions 
as the disposal of surplus war materials, it being de- 
irable to accomplish this in such a way as to have as 
little detrimental effect as possible upon private indus- 
trial activities. . 

It will be the endeavor of the Board to act promptly 
by consulting and interchanging views with these rep- 
resentatives of industry in the fullest and freest man- 
ner possible, with a view to aiding and assisting in- 
dustry in general to resume activities to the fullest 
The immediate object is to bring 
as will bring the buying 
including the rail- 


practicable extent. 
about such reduced prices 
power of the Government itself, 
1oads, telephones and telegraphs, into action and make 
it possible for the Government to state that it is willing 


to be a buyer for its needs at the reduced prices, If 
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‘the slow 
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1919, 


these conferences result in such an understanding on 
the part of the Government with respect to the im- 
portant basic industries concerning proper prices and 
bases for prices at which purchases may be made by 
soard, it is believed 
to the country in 


it, and these are approved by the 
that upon announcement thereof 
general the public will feel justified in promptly be- 
ginning a program of extensive buying. 

Such a procedure will in substance ¢Stablish im- 
mediately a basis upon which to resume activities, and 
in this way the law of supply and demand will be 
enabled to come into play and from that time forward 
it will control the changes and readjustments in sell- 
ing prices of materials and the trend of prices, it is 
believed, will be upward and not downward. 








ULTIMATELY, THE RETAILER is the one who is most 
seriously affected by the curtailment of styles, 

and finishes in hardware and kindred prod- 
by reason of too great a variety 


commodities, his 


sizes, 
To Speed ucts. If, 
Turnover. i 

shelves 
is retarded and his income 


line of 
overstocked, his 


the same 

become rate of 
lessened. In the 
A reduction 


means an ad- 


turnover 
long run, this reacts upon the producer. 
of styles, sizes, and finishes, therefore, 
vantage both to the manufacturer and the retailer. As 
pointed out by the official bulletin of the American 
llardware Manufacturers’ Association, fewer items 
mean a great saving of manufactured or semi-manu- 
factured stock necessary to have on hand at all times. 
The rent for this excess storage space, as well as the 
selling 


invested in this slow 


interest on the money 
stock, bulks up quite large. Fewer styles simplify 
shipping and tend to reduce the shipping force. This 
also holds true in the billing department. 

\gain, it is estimated that the overhead cost of 
carrying goods with a slow turnover, largely, if not 


quite, offsets the of profit that may be 
realized from them. 


The jobber estimates that he will be benefited if 


percentage 


the manufacturer puts out well-selected staples instead 
of the present large heterogeneous line, because he 
can use his warehouse to better advantage by carry- 
ing larger stocks that have a quick turnover, whereas 
in previous years he has been compelled to take up a 
his warehouse with odds 
He also estimates that 


considerable 
and ends of slow selling goods. 
he can gain a greater average turnover by eliminating 
sellers and consequently benefits in two 
his profits are increased, and the financing of 


percentage of 


ways 
his business is made easier. 
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For practically the same reasons, the retailers, in 
convention assembled, have, by resolution, asked the 
manufacturers to reduce to the standard styles, sizes 
and finishes, the articles that they must piace in stock. 

In the final analysis, the standardization of goods 
according to their utility benefits the ultimate con- 
sumer, for many of the styles in former years have 
not been dictated by a study of their usefulness, and 
many of the finishes were adopted simply to camou- 
flage inferior material in the body of the article. 








Every TICK OF the clock marks an opportunity. Yet 
there are dealers who complain about the dearth of 
chances for profit in the hardware busi- 
Opportunity ness. Sales are not made every second, 
Is Multiple. it is true. But every second can be made 
a preparation for sales. Opportunity is 
the raw material of wealth. Thought and effort are 
needed to transmute it into coin of the realm. The 
raw material is abundant. Its obtainment does not 
depend upon a run of luck. There is nothing fortuitous 
about it. Any merchant who keeps his mind at work 
can find a multiplicity of advantages hitherto un- 
utilized. Consider, for example, packages sent out of 
the store to customers. At no extra cost and with 
little labor these parcels can be made to carry selling 
messages. Every dealer has a variegated supply of 
folders, circulars, and other advertising material given 
him by hardware and paint manufacturers. Usually 
such printed matter may carry the dealer’s imprint at 
no additional expense. A profitable way to distribute 
it is to place an assortment of these folders and cir- 
culars in every package which is made up in the store. 
This is only one of a series of opportunities which 
are constantly presenting themselves during the course 
of the day. 








FROM EVERY CONCEIVABLE angle of treatment, the 
subject of business success turns eventually in the 
direction of individual development 
Personality through study and application of the 
and Success. principles of salesmanship. In the over- 
whelming majority of cases, failure is 
due to neglect of training. The latest statistics make 
this quite evident. Since Bradstreet’s Journal first 
established the fact that business success or failure 
is largely personal—in other words, that the individual 
himself is largely responsible for failure to succeed 
in business—there has been no higher percentage 
of personal liabilities established than in the year 
recently closed. In that year 86 per cent of 
the failures were classed as due to the individual, 
and only 14 per cent were charged to extraneous 
causes. In 1917, 85 per cent of all failures were 
charged to the individual and only 15 per cent to out- 
side causes; in 1916 the proportions were 81.5 per 
cent personal and 18.5 per cent non-personal,.and in 
1915 the proportions were 74.4 and 25.6 per cent, re- 
spectively. 

Never before 1917 in the quarter century of Brad- 
street’s experience in this sort of statistical work was, 
the percentage due to the individual himself as high 
as 85 per cent, the nearest approach to this being 82 
per cent, reached in 1910, and 82.3 per cent, reached 





in 1890. Fully to understand the above statements, 
it will be advisable to examine Bradstreet’s groupings 
of the causes of failure proceeding from or inherent 
in the individual as compared with those outside his 
control : ; 

Due to faults of those failing: Incompetence (irre- 
spective of other causes); inexperience (without 
other incompetence) ; lack of capital; unwise credits; 
speculation (outside regular business); neglect of 
business (due to doubtful habits) ; personal extrava- 
gance; fraudulent disposition of property. 

Not due to faults of those failing: Specific con- 
ditions (disaster, war, floods, etc.) ; failures of others 
(of apparently solvent debtors) ; competition. 








IN MANY QUARTERS, Wall Street is symbolic of con- 
servatism of the most pronounced type. In some 
respects, it may be compared to a highly 
Optimism In sensitive seismograph. In the science of 
Wall Street. physics, a seismograph is an apparatus 
for registering the shocks and undulatory 
movements of earthquakes. The instrument is so 
delicate that it detects vibrations of disturbances many 
thousands of miles away. Wall Street registers eco- 
nomic upheavals from every part of the globe. A 
poor wheat crop in Argentina or a revolution in Hon- 
duras is enough to cause violent fluctuations in stocks 
on Wall Street. When, therefore, Wall Street shows 
signs of optimism, there is good reason for inferring 
inarked industrial improvements over a wide area of 
operation. Hence, there is much significance in the 
statement of the Boston News Bureau that Wall Street 
is shaking off its blue funk. Bolshevism, cancellation 
deflation, demobilization, strikes—the aftermath of 
war—have not barred a rising trend in securities. 
Some of the most forward looking capitalists, I have 
reason to believe, are confident these deterrents are 
discounted. 

Their reasons for optimism in the face of general 
pessimism are the multiplying indications that major 
ills are allowed for much more thoroughly than is gen- 
erally recognized. Transition, a financier high up in 
the Morgan entourage points out, did not start with the 
armistice, but long before. So securities have ap 
upward trend against developments apparently favor- 
able to the bear. The great mass of investors refuse 
to believe that the country will not forge ahead to 
renewed prosperity. Finally, signing of the Peace 
Treaty, even if delayed well into the year, will, accord- 
ing to the horoscope of thousands of security owners 
be followed—even if not anticipated weeks in advance 
—by an uplift in world history. Thus the menace of 
potential liquidation, ,without which the cataclysm 
alarmists forecast is impossible, is removed. 








ONE DOES NOT NEED to be committed to any par- 
ticular theory or school of thought, new or old, to 
concede the truth of the assertion that 


Mind and ad : . . ; 
. success is primarily a matter of intellect. 
ncrease_ - . : : 
The trend of mind determines the direc- 
of Profit. 


tion in which one’s business moves. The 
merchant who thinks he is outclassed because his store 
is small and his sales moderate in number and amount, 
hobbles himself at the start with the most subtle and 
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difficult of all impediments, lack of self-confidence. 
If he entertains the thought that he cannot double his 
income by the use of progressive methods of sales- 
manship and advertising, he interposes thereby an 
insuperable obstacle to advancement. He must think 
success in order to win success. Talent is an affair 
of training. What one man can do, any other man 
can do—if he tries hard enough. 








RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 





A hundred years ago there were no electric lights, 
no wireless telegraphy, very few bath tubs, no motor 
cars, fountain pens, airships, sewing machines, phono- 
graphs, motion pictures, automatic screwdrivers, tele- 
phones, fire escapes, lifts, typewriters pneumatic tires 
and tools, warm air heaters, sanitary plumbing, wick- 
less oil stoves, bifocal lenses of the kryptok type, high 
speed tool steel, and transcontinental railroads—to 
mention a fraction of the comforts and conveniences 
which are in common use today. Instead of grumbling 
about petty defects in our times, we ought to turn our 
thoughts toward the marvels of science and invention 
which render life pleasant. Reasons for being happy 
are a thousand times more numerous now than they 
were a hundred years ago. 

x ok x 

Looking as fit as a wrestler, my friend, F. M. Bor- 
den, president of the Borden Stove Company, Phila- 
delphia, Pennsylvania, has just returned from a six 
weeks’ sojourn in Augusta, Georgia, where he played 
golf to his heart’s content. 

. + 2 

To a certain extent it is wise to consider the feel- 
ings of an employe when issuing an emergency order, 
says my friend George T. Bailey of the Oliver Iron 
and Steel Company, Pittsburgh, Pennsylvania. Some- 
times, however, the employe is unreasonably sensitive 
—like the bride in this tale: 

They were on their honeymoon. He had bought a 
boat and had taken her out to show her how well he 
could handle it, putting her to tend the sheet. A puff 
of wind came, and he shouted in no uncertain tone, 
“Let go to the sheet!" No response. Then again 
“Let go that sheet, quick!” Still there was no move- 
ment. 

A few minutes after, when both were clinging to 
the bottom of the upturned boat, he said: 

“Why didn’t you let go that sheet when I told you 
to, dear?” 

“I would have,” sobbed the bride, “if you had not 
been so rough about it. You ought to speak more 
kindly to your wife.” 

My friend Joseph M. Hottel of the Delta File 
Works, Philadelphia, Pennsylvania, says that envy 
is often amusing and cites the following conversation 
in proof: 

Mrs. Brown (burning with pride)—How d’ye like 
my new carpet? 

Mrs. Green (bursting with envy )—It’s—er—v er y 
nice, indeed, Mrs. Brown, for—for brussels. By the 
way, I nearly forgot what I came for. I wish you 
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you would lend me your lawn mower for a few 
minutes. 

Mrs. Brown—Lawn mower! Why, certainly. But 
what on earth can you want with a lawn mower at 
this time of the year? 

Mrs. Green—I wish to thin down our Turkey car- 
pet in the nursery a little; the children are always 
losing their marbles in it. 

.<s 


James Doherty of Chicago, Illinois, vice-president 
Utica Heater Company, likes humor which has a 
certain degree of subtlety. I enjoyed with him this 
story on account of that particular quality: 

A Washington man, in motoring through Virginia, 
stopped one day at a toll-bridge he had often passed 
over, and found there was a new keeper in charge. 

“Where’s the man who used to act as keeper here?” 
asked the motorist. 

“He’s dead, sir,’ was the reply. 

“Dead! Poor fellow! Joined the great majority, 
eh?” 

“Well,” said the new man, cautiously, “I wouldn’t 
like to say that sir. He was a good enough man so 
far as I know.” 

x *« * 


Stinginess spoils more business than generosity, 
says my friend Irving S. Kemp of Vaughan and Bush- 
nell Manufacturing Company, Chicago, Illinois. He 
illustrates the point with the story of the old man who 
gave up smoking. 

“Why did you give up your pipe?’ 
him. “It was your one comfort, apparently.” 

The old man sighed and answered: 

“No. It wasn’t such a comfort after all. You see, 
if you smoke your own tobacco it costs like the very 
old Harry, and if you smoke your friends’ you have 
to ram it down so darn tight that your pipe wont 


his pastor asked 


draw.” 


It is easier to build a house with small bricks than 
with huge unwieldy blocks of granite. Similarly, with 
regard to the structure of happiness, it is easier to 
rear the edifice of gladness with the little joys of every 
day than ‘to wait for great ecstacies of delight—few 
and far between—with which to erect it. 

The Little Joys of Every Day. 


The hearts that seek for happiness 
Find many roads and travel far; 
Toward distant mountain peaks they press, 
And claim the guidance of a star. 
While, fair and sweet, 
Beneath their stumbling feet, 
Unheeded blossoms line the way 
The little joys of every day. 


A child’s clear laugh, a new-blown rose, 
A baby’s soft, impulsive kiss, 
The whispered words that young love knows— 
These may not scale the heights of bliss, 
But happy, true, 
Free gifts to me and you, 
They turn our thoughts from grave to gay, 
These little joys of every day. 


A bird note in a hushed green glade, 
The murmured song of summer rain, 
The sun-ripe cheek of country maid, 
Deep mellow moonlight on the plain 
Can music, art, 
A richer charm impart? 
Why do we ever turn away 
From little joys of every day? 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The March Brownback Stove Company, Pottstown, 
Pennsylvania, will build an addition 100 feet long. 

The Benton Harbor Stove Company, Benton Har- 
bor, Michigan, has increased its capitalization from 
$100,000 to $200,000 and will enlarge its plant. 

J. I. Ellis and W. V. Robinson of the Independent 
Stove Company, Owosso, Michigan, are reported to 
be planning the organization of a new company which 
will build a plant for the manufacture of warm air 
heaters. 

oo 


DOUBLES ITS CAPITAL STOCK. 


The steady expansion of its business and the sub- 
stantial character of its increasing trade have actuated 
the Cope-Swift Company, Incorporated, of Detroit, 
Michigan, maker of stove patterns, in making provi- 
sion for future developmen.s. Accordingly, the capital 
stock of the company has been doubled, from $50,000 
to $100,000, This action was taken by unanimous 
vote of the present stockholders who have subscribed 
for the majority of the additional $50,000 of stock. 


2 


RETIRES FROM THE STOVE BUSINESS. 





Lewis C. Matthews, one of the best known manu 
facturers in South Bend, Indiana, has retired from 
active connection with the I:ngman-Matthews Range 
Company. This action on the part of Mr. Matthews 
brings to a close 40 years of active business life, 35 
years of which has been spent in the range business. 
Mr. Matthews will continue in an advisory capacity 
with the company, but will devote the major portion 
of his time to private affairs. 

He went to South Bend 15 years or more ago, at 
the solicitation of H. A. Kngman, IJr., who was then 
becoming interested in range manufacturing in South 
tend. As superintendent and in charge of produc- 
tion, Mr. Matthews was in a large degree responsible 
for the upbuilding of the South Bend Malleable Range 
Company, in which both Mr. Engman and _ himself 
were interested at that time. 

In conjunction with Mr. Engman, he later organ- 
ized the Engman-Matthews Range Company, and both 
have given their close attention to the upbuilding of 
this concern. During the years of this progress Mr. 
Matthews has been active as vice-president of the 
concern and was general superintendent until a year 
or so ago, when his son, Daniel Matthews, succeeded 
to that position. 

In his connection with the range manufacturing 
business, both in South Bend and St. Louis, Missouri, 
where he was located before going to South Bend, Mr. 
Matthews has become one of the best known malle- 
able range men in the country. In fact, he is one of 
the oldest malleable range builders, in point of serv- 


ice, in the United States. Also, he probably has a 
wider acquaintance among range production men thar 
any one else in the country. 

“e- 


PATENTS A COMBINATION COOKING 
AND WATER HEATING RANGE. 


Joseph Edward Zimmerman, New York City, as- 
signor of one-half to John Zimmerman, Glendale, New 
York, has obtained United States patent rights, under 
number 1,294,217, for a combination cooking and 
house water heating range described herewith: 

In a cooking 





range, the com- 
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ucts of combustion from either fire box to flow over 
the oven toward the other fire box and thence down- 
ward along the remote side of the oven and along the 
whole of the bottom of the oven toward the source of 
heat, said means including a pair of draft regulators 
below the oven and adapted to oscillate around axes 
substantially intersecting each other diagonally of the 
oven bottom. 


cer —------— 


WATCH THE STOCK PEDDLERS! 


Get the names and addresses of all persons and 
companies offering you speculative or doubtful stocks 
and securities, particularly in exchange for your Lib- 
erty Bonds or War Savings Stamps, with copies of 
their “literature.” Mail them promptly for investiga- 
tion to the Federal Trade Commission, Washington, 
i 

Immediately upon receipt of such information the 
Federal Trade Commission will call for full reports 
in proper cases. 

The Federal Trade Commission Act provides a 
penalty of a fine or imprisonment for those who fail 
to or falsely report to the Commission. 

It may make public so much of the information 
obtained as may be in the public interest, and it can 
prevent unfair methods of competition and misrep- 
resentations in the commerce. 


oe 

Law is not a combination of quibbles and tricks de- 
signed to promote dishonesty and sharp practice, but 
a system intended to compel honesty, truthfulness, 
candor and fair dealing among men.—Hon. C. E. Mc- 
Laughlin. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 48 to 53 inclusive. 

The Aerial Cutlery Company, Marinette,’ Wiscon- 
sin, is awarding contracts for a plant addition 47x100 








feet. 

The Gillette Safety Razor Company, South Bos- 
ton, Massachusetts, has let a contract for a plant ad- 
dition. 

The Steubenville Hardware and Supply Company, 
Columbus, Ohio, has increased its capital stock from 
$75,000 to $175,000. 

Alexander Thomson and Sons, Jersey City, New 
Jersey, have been incorporated for $50,000 to make 
tools. Wallace Thomson, Robert Thomson, and J. W. 
Thomson are the incorporators. 

The J. H. Sayward Company, Incorporated, Hav- 
erhill, Massachsuetts, has been incorporated with a 
capital of $20,000 to make tools, hardware, etc. The 
incorporators are Daniel J. Hayes, John H. Sayward 
and Ralph L. Cramm. 


a 
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AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION BEGINS INDUSTRIAL 
COOPERATION SERVICE. 





With the intention of multiplying the benefits de- 
rivable from membership in its organization, the Amer 
ican [lardware Manufacturer’s Association announces 
the establishment of a new department of Industrial 
Cooperation Service. The following outline of the 
work under contemplation is given to the trade: 

“While the primary object of this association has 
been for seventeen years to promote friendly relations 
between the manufacturers and jobbers of hardware 
who belong to their respective associations. and while 
in conjunction with this service we have given more 
or less information to our members on various phases 
of production, finance and distribution, and have done 
our part in following Federal and State legislation, so 
that our influence could be used in modifying stich 
legislation as would be detrimental to our industry, it 
is thought that with an increase in our working staff 
we could add to the value of our work by giving in- 
formation and certain specific service to industrial 
groups. 

“Under the jurisdiction of the Industrial Coopera- 
tion Committee—composed of Murray Sargent, Fay- 
ette k. Plumb and A. W. Stanley, and with P. H. Rob- 
inson as director—the machinery for giving service to 
industrial groups is being carefully designed. 

“Some of the machinery is already set up and is be- 
ing adjusted to meet the specific requirements of such 
industrial groups as have agreed to start service. 


“There has already come to our knowledge so many 
practical forms of service for industrial groups as to 
prove not only the necessity for, but the importance 
and largeness of, this character of service. Our policy 
is to perfect our machinery for a certain few classes 
of group service and gradually enlarge our facilities 
to carry forward other forms of service. 

“Although we are starting for each industrial group 
such service as it agrees upon as being the most neces- 
sary, immediate, or feasible, we suggest for their con 
sideration many other classes of service which we 
know from the experience of other industrial groups 
to be valuable and operative. 

“While naturally, on account of difference of prod 
uct and for other reasons, an activity which would be 
highly desirable for one group may not be of equal or 
possibly of any value to another group, we feel cer- 
tain that with our knowledge of the different activities 
being carried forward by a large number of groups 
that we are in a position to suggest such a number of 
activities that will permit any group to select and es- 
tablish sufficient service to give great value to co- 
operative effort. 

“After consultation with the Government officials 
and with the large jobbers and retailers of hardware, 
we have decided to take up, because of their imme- 
diate importance, the questions centering around that 
phase of conservation having to do with the reduction 
of patterns, sizes and finishes. 

“Possibly the most evident value connected with 
service by an overhead association lies in the fact that 
its services are clearly of a professional and, therefore. 
confidential character. There are many factors need 
ed to make up gross totals which necessitate the ob 
taining of more or less confidential facts or figures 
from each member of an industrial group. To avoid 
the natural disinclination of manufacturers to disclose 
any facts that might inadvertently reach the ears of 
their competitors, we obtain all facts and figures from 
members by a special cipher system which positively 
does not connect their names with the facts given. We 
take this extra precaution so that each member may 
feel absolutely sure that such facts or figures as may 
be given us can not be publicly connected with his firm. 
We believe, therefore, that service through our asso- 
ciation will give greater assurance that suspicion, jeal- 
ousy and ulterior motives will not gain a foothold in 
our industrial groups; in other words, if service is con- 
ducted through our association a longer life is prom- 
ised to concerted action. 

“Many advantages accruing from service by an 
overhead association are apparent, but the most con- 
spicuous one is the certainty that the cost of service 
through our association will be materially less than 
the cost of the same service if undertaken by separate 
groups. The volume of work not only reduces per 
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capita cost for each industrial group, but tends to ex- 
pertness, making for accuracy and promptness. 

“It is expected that the regular yearly association 
dues of $35.00 will include some group service, but at 
the present writing the exact nature or extent of this 
service has not been determined. 

“In establishing our Industrial Cooperation Service 
we are depending upon the support of our members. 
We can only devise the machinery, you must furnish 
us material upon which this machinery may operate to 
produce lines of service that will be profitable to you— 
in other words, the value of this service will rest in a 
large measure upon the extent of cooperation given 
by you. You have asked us to provide the machinery 
—we are ready. Delay is always unbusinesslike and 
is especially dangerous under present conditions, which 
hold more uncertainties than have ever existed in in- 
dustry at any one period.” 

+o 


OBTAINS PATENT FOR ANIMAL TRAP. 
Under number 1,293, “aie Seng Henry Ollier, Man- 
chester, England, hee procured United States patent 
rights for an animal trap, described in the following: 
1 In an animal 

a f ae ; 
S& trap the combina- 


a someones ay <—eeeres | . +s 
earn , ss tion comprising a 
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casing formed of 
solid walls open at 
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| yp 5 4 ms t 
er ar, one end and having 
t Wot |_| A an opening in its 
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# top wall, a grating 
disposed across the opening, a spring-pressed pivoted 
closure for the open end of the casing, a solid parti- 
iion disposed transversely of the casing and provided 
with an opening, and several members secured at one 
end and connected to the closure, disposed across the 
opening in the solid partition and adapted to hold the 


closure in open ——. 
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DEALERS CAN PROFITABLY EXPLOIT 
SPRING HOUSE-CLEANING. 

Spring house-cleaning time with its attendant mer- 
chandising possibilities will soon be here. The exteie 
to which the hardware dealer will profit from them 
will depend entirely upon his alertness in bringing to 
the housewife’s attention the many ways in which the 
goods he is handling would be useful to her in her 
task of renovating her home. 

Spring, in addition to being house-cleaning time, is 
also “fixing up” time. Old pieces of furniture need to 
be brightened with a coat of varnish, upholstered fur- 
niture to be recovered, porch furniture of previous 
seasons to be painted, floors to be oiled and filled and 
woodwork to be at least “touched up.” 

Not every housekeeper will think of all these things 
herself. She naturally looks to the dealer for sugges- 
tions of ways and means by which her home can be 
made more livable and more attractive. Window dis- 
plays, skillful arrangement of stock, local advertising 
and distribution of manufacturer’s literature are all 
effective methods of attracting the housewife’s atten- 
tion and arousing her interest in the home-beautifying 
helps the dealer has to offer. 
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The time to begin such a campaign is now, when 
the housekeeper is formulating her plans and will 
welcome the dealer’s assistance. There is money for 
the hardware dealer in spring house-cleaning, if he 
yoes after it energetically and early. 


_ 
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SELLS IMPROVED RUBBISH BURNER. 





There is a great necessity for a safe and durable 
rubbish burner. This is because fire regulations 
against the old-fashioned bonfire are becoming more 
and more strictly enforced. Communities have stated 
that the demand for rubbish burners is increasing 
steadily. In the accompanying illustration is shown 
the “H & C” Improved Rubbish Burner, made by 
The Hart and Cooley Com- 
pany of New Britain, Con- 


necticut. This burner has 
re pe a hinged cover which elim- 
il : — 

HO EE Giimy inates the possibility of 
seu iE Wgnii “ill leaving the burner uncov 
aL WM See 
t0e Witte | aig ered. The mesh is large 


enough to allow perfect 
draft, yet small enough to 
confine the fire and keep 
eutill - : ane; dangerous sparks from fly- 
oer sire ing. The burner is said to 
stand firmly on uneven or 
soft ground because there 
are no legs to become loose 
or sink in the ground. The 
bottom is set several inches 
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“H & C” Improved Rubbish 
Burner, Made by The 
Hart and Cooley Company, 
New Britin, Connecticut. 


above the ground, thus allowing a better draft and 
preventing the ground underneath .from becoming 
scorched and disfigured. With reference to durability, 
the mesh is corrugated stamped sheet steel and will 
rot warp from heat nor is it easily dented. These 
burners come in the following sizes: Number 1, 
16x24; Number 2, 20x30; Number 3, 24x 306. 
Dealers should address The Hart and Cooley Com- 
pany, New Britain, Connecticut ; 73 East Lake Street, 
Chicago; or 100 Lafayette Street, New York City, 
for further particulars. 
+o: 


SECURES PATENT FOR A RIFLE. 
Rafael Mendoza, Chihuahua, Mexico, has obtained 
United States patent rights, under number 1,294,295, 
ior a rifle described herewith: 
A fire-arm compris- 
es ikae == = = ing a stock, a casing 
1.294.295 therein forming a firing 
chamber and a stationary breech block, a firing pin in 
said breech block, a barrel having its end sliding in 
said chamber, a sear engaged by said barrel for mov- 
ing the firing pin into firing position, a trigger for 
actuating said sear, and means on the barrel for pre- 
venting the movement of the sear until the barrel has 
reached its correct position. 
‘ction niin diaistiariaatcians 
Had we lived, I should have a tale to tell of the 
hardihood, the endurance and the courage of my com- 
panions which would have stirred the hearts of every 
Englishman: These rough notes and our dead bodies 
must tell the story.—Captain Robert F. Scott. 
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PRINCIPLES AND EXAMPLES OF 
GOOD WINDOW DISPLAYS. 











WINDOW DISPLAY OF STOVES DRAWS 
NEW CUSTOMERS TO STORE. 


A study of the window display of stoves designed 
and arranged for the Joplin Hardware Company of 
Joplin, Missouri, by the secretary of the firm, C. H. 
Arcularius, shows that the designer appreciates win- 
dow value. Knowledge of window value is not as 
common as it ought to be. Indeed, much of the slow 
turnover in hardware stores is due to the lack of 
such knowledge. A well-known Canadian hardware 
merchant brings out the importance of this fact so 








average count———Thursday, Friday and Saturday. 

“We also know that the largest local newspaper goes 
into 20,000 city homes daily. Therefore, we have 
twice as many people passing our windows each day as 
compared to reading our ads. 

‘But there is a difference. The passer-by is usually 
in a hurry, while the ad reader is at leisure. All the 
more reason the show window should be exceptionally 
well dressed, and have some attraction strong enough 
to draw at least 10 per cent of that 55,000 to the 
window-pane. 

“Then what? The story must be told quickly. 








Window Disptay of Stoves, Designed and Arranged by C. H. Arcularius, Secretary of the Joplin Hardware Company, 
for the Company’s Store at Joplin, Missouri. 


strongly that it is worth while quoting here his analy- 
sis. The conditions surrounding the business of his 
firm in Hamilton, Canada, namely, the Mills Hardware 
Company, are not radically different from those which 
obtain in Joplin, Missouri. Consequently, the conclu- 
sions which he deduces are applicable to the window 
display under discussion; and the principles involved 
are instructive for everyone who plys the art of win- 
dow dressing. The merchant referred to, Nelson 
Mills, says: 

“When Woolworth, Rexall, or the United Cigar 
Stores seek a new location, they take a count of the 
traffic. Very well, if that method is essential in locat 
ing a store, then it must be a valuable asset to the show 
windows, which are the eyes of the store. 

“We know, by actual count, in the month of May, 
1918, that a daily average of 55.000 people pass our 
windows from 8 a. m. to 10 p.m. This is a three day 


“There is your prospective customer looking right at 
a life size article in your window at your front door. 
The display has done its duty by attracting the cus- 
tomer. How about the card? 

“Does a price card tell the complete story, the cost, 
and does an attractive show card tell the quality and 
invite him inside? If not, you are the loser. 

“So much then for the show window's pulling 
powers. How about its cost? Last year we spent 
$4,000 in advertising to 20,000 people twice a week, 
while our show windows told the story every day to 
55,000 people at a cost of only $50.00 for the year. 

“Therefore, the show window has the best oppor- 
tunity at the least cost, and we have also noticed far 
more direct sales results from windows showing a 
better class of goods al higher prices. 

“This proves to me that the newspaper ad has invari- 


ably become a bargain column. 
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“In the foregoing talk, | spoke of the drawing power 
of the display, which attracted the customer to the 
window pane. Now, I wish to demonstrate the value 
of the price card as a silent salesman. 

“This humble show card is given a place in the 
mercantile world second to none as a direct sales 
medium. The price, quality, and quantity are brought 
before the prospective buyer and displayed actually on 
the article offered for sale. How much further could 
A. verbal demonstration does not 
That admits of an 


any medium go? 
carry the sales message as well. 
argument, and one cannot argue with a show card. 

“If its general appearance is pleasing to the eye, and 
the price is within reach of the purchaser, it immedi- 
ately conveys a mental resolution to choose that article. 
The facts are so complete, that desire is at once created 
and the purchaser goes into the store seeking more 
information regarding the possible uses of the article. 

“Now, the reverse impression is created if the win- 
dow is poorly dressed, and the card unattractive and 
soiled, 

“One would hardly credit the veracity of any con- 
cern that would label a $50.00 cabinet of silver with 
the top of a paint box marked with a blue pencil, or 
use other equally unbusinesslike methods. 

“Cheap looking, poorly executed cards convey just 
the same idea they represent. They make the $50.00 
article look like $4.98. 

“Then we have the display card decidedly important, 
which is the centre of attraction and tells about the 
quality, the quantity, and in many cases about an 
«ctual demonstration that may be going on in your 
store. It is a card of invitation, it is the newspaper 
of your window, and if it is attractive people are more 
apt to believe its message. 

“Then last, but not least, it is the link between your 
store and national advertising. For example, the card 
reads, Dear Madam, kindly accept our invitation to 
step inside and witness an actual demonstration of that 
mop. Isn't that linking up 
How can any man discredit the 


well-known O'’Cedar 
national advertising ? 
value of window cards and price tickets as a sales 
medium ? 

“There is only one reason you would discredit it, 
and that is because vou are actually afraid, yes, scared 
green, that your competitor will see your price. 

“Gentlemen, forget such folly, and don’t be a busi- 
ness ‘ostrich,’ the other fellow knows your price. even 
if it is marked in code. 

“With the advent of modern lettering pens and the 
rigger, or so-called one stroke brush, the show card 
has moved into a class by itself. It is no longer a 
‘card sign,’ it has become an actual sales medium.” 


— = 


PRODUCES SAWS FOR EVERY PURPOSE. 





The saws made by Henry Disston and Sons, In- 
corporated, Philadelphia, Pennsylvania, one of which 
is shown in the accompanying illustration, are products 
of many years of experience. This Company makes 
a great variety of saws in many different designs, and 
for every purpose for which saws are used. In the 
manufacture of a Disston Hand Saw, there are many 
operations, all processes taking place in the factory of 
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the Company. Crucible steel which is particularly 
adapted for saw requirements is made in the Com- 
pany’s plant which is specially equipped for this pur- 
pose. The material which is to be melted is chosen 
carefully and skilled mechanics handle the operations 
irom melting to rolling. Before being sent to the 
saw department, all steel is inspected. All saws are 
toothed and filed according to the work to be done 
as the tooth best adapted for sawing soft wood can 
1ot be used satisfactorily for cutting hard woods. A 
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Disston Saw, Made by Henry Disston & Sons, Incorporated, 


Philadelphia, Pennsylvania. 


saw that is “fitted up” for sawing wood has the teeth 
filed with a bevel back and front, given a proper set, 
and it is thus enabled to do fast cutting. A hand saw 
for sawing metal has no set on the teeth but is ground 
for clearance and filed straight across the front of 
the tooth. To a limited extent, it would cut wood 
but not satisfactorily. Dealers should. address Henry 
Disston and Sons, Incorporated (Keystone Saw, Tool, 
Steel and File Works, Philadelphia, Pennsylvania), 
for further particulars. 
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IS GRANTED PATENT RIGHTS FOR A 
WASHING MACHINE GEARING. 
William H. 
United States patent rights, under number 1,204,325, 
for a washing machine gearing, described in the fol- 


Voss, Davenport, Iowa, has secured 


lowing : 

In a washing machine, a 
support, a rotary shaft there- 
under,. a_ vertical oscillatory 
shaft, means for operating said 
oscillatory shaft from said ro- 
tary shaft, comprising a crank 
arm movable longitudinally of 
said rotary shaft and having a 
clutch device on one face, and 


- yr 1.294.325 








a cooperative clutch device on 
said rotary shaft, and means to 
move said crank arm into operative and inoperative 
;osition with respect to said rotary shaft. 





HARDWARE DEALER SHOULD TAKE PART 
IN HOME BUILDING CAMPAIGN. 


The hardware dealer has a special interest in the 
liome-building movement recently inaugurated. Its 
success means larger volume of sales of hardware 
and household utensils. It is well, therefore, for him 
to know that complete plans, adaptable to any city in 
the United States, for an effective “Own Your Own 
Home” campaign, have been formulated by the United 
States Department of Labor and the literature is now 
ready for distribution through the Division of Public 
Works and Construction Development of the Depart- 
ment. Twenty cities already are getting under way 
with their drives for home building and home owning. 

To supervise the formulation of these plans, Paul 
C. Murphy of Portland, Oregon, for two years work- 














March 22, 1919. 


ing on “Own Your Own Home” work, was brought 
to Washington. In consultation with Department of 
Labor officials and several of the leading authorities 
en building in the United States, Mr. Murphy has 
drafted the campaign manual, now available for such 
cities and individuals as are interested in promoting 
home owning. : 

The “Own Your Own Home” bureau in the Division 
of Public Works and Construction Development will 
serve as an advisory board to the managements of 
these local campaigns, where requested, and will ex 
tend the fullest cooperation to every city in the coun- 
try which undertakes a campaign. 

briefly, the campaign plan contemplates a general 
committee made up of civic and industrial leaders, 
with someone whose standing in the community justi- 
fies his selection, as the chief executive official. 

Under this general committee are such subcommit- 
tees as have been found essential. The manual sug- 
gests the prudence of having vigorous committees on 
Finance, Publicity and Campaign Methods, Mercan- 
tile Institutions, Public Service Corporations, Educa- 
tion, Religious Activities, Industrial Workers and 
labor Unions, Hotels and Restaurants, Exhibits and 
Management of Headquarters, Women’s Clubs, 
Speakers and Meetings, Poster Contests, Civic Bodies, 
Theaters and Amusements, Transportation and Auto 
mobiles, Industrial Plants, Music, Printing and Sup 
plies and Donations. ; 

The function of each committee is explained in 
detail in the Department's manual together with sug- 
on handling specific problems which in- 
develop in the “Own Your Own Home” 


gestions 
variably 
campaign. 

In the Department of Labor's plan of campaign the 
women, churches and labor organizations play an im- 
portant part. The entire campaign is pitched on a civic 
betterment plane rather than on a purely commercial 
basis and the appeal is more on the line of what each 
business group can put “in,” rather than what it can 
get “out” of the movement. It is a one hundred per 
cent Greater City movement, having in mind only the 
incalculable permanent benefits to the community and 
the immediate helpfulness to the nation during the 
transition from war mobilization to peace production 
The Department of Labor emphasizes these benefits 
which may be expected from the “Own Your Own 
Home’? movement : 

1. It will provide better living conditions, increase 
efficiency, encourage thrift, give greater comfort and 
happiness and create individual reserves for misfor 
tune and old age. Every house owner with his fam- 
ily, whether rich, poor, or well-to-do, becomes thereby 
a better citizen, with increased self-respect, independ- 
ence and responsibility to the city and nation and is 
more vitally interested in the welfare and prosperity 
of both. 

2. That during the readjustment period, such a 
movement hastens the return of normal conditions: 
results in much needed construction for home and 
industrial purposes; provides work for returning sol- 
diers and sailors and for labor changing from war 
t> peace industries: stimulates all lines of business in 
each community, creates general prosperity. 
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The fact that all these are patriotic in purpose does 
not eliminate the certainty of their being materially 
profitable to the local communities and, in the long run, 
the community which makes it easiest to build and 
cheapest to build, will reap the greatest material ben- 
efits. 

Not only has the Department of Labor set out in 
detail the plan for a successful “Own Your Own 
Home” campaign. It is preparing publicity matter 
which is to be placed at the disposal of the local com- 
mittees and will, where communities can show such 
action is necessary to the inauguration of the cam- 
paign, send an expert to assist in the organizing and 
getting the movement under way. 

The “Own Your Own Home” movement as outlined 
by the Department of Labor was one of the propo- 
sitions submitted to the recent conference of Govern- 
ors and Mayors in Washington, where it met with 
enthusiastic encouragement and support, many of the 
(,overnors and Mayors expressing the determination 
to return to their districts and interest themselves in 
vetting such campaigns under way. 

Requests for “Own Your Own Home” campaign 
literature should be made to the Division of Public 
Works and Construction Development, United States 


Department of Labor, Washington, D. C. 
a = 


SECURES PATENT FOR TEAPOT AND 
OTHER VESSELS WITH SIMILAR 
SPOUTS. 


Under number 1,292,509, United States patent rights 
have been granted to Thomas \Wood Bennett, Burslem, 
England, for a teapot and other vessels with similar 


spouts, described herewith: 


\ pot of fragile 
material provided 
with a pouring spout 
having a forwardly 
curved lip at the front 


side of its delivery 





end portion, said spout having also a shoulder extend- 
ing outwardly around it below the said lip, and having 
also a flange which projects forwardly from its rear 
side portion crosswise of its pouring opening and to- 
ward the said lip, and a protecting collar of relatively 
soft material secured around the end portion of the 


spout and bearing against the said shoulder. 
“ee 


DEMAND FOR WASHING MACHINES IS 
CONSTANTLY ON THE INCREASE. 


The women who entered factory work during the 
war and who are returning to home and household 
duties have learned the full value of labor-saving ma- 
chinery, says a prominent washing machine manufac- 
turer. 

“These women,” he declares, “have learned that the 
offices, factories and railroads of the country are 
equipped with the latest labor-saving devices. They 
have learned the value and utility of such devices, and 
have learned how to use them. This knowledge, gained 
from actual experience, will be taken into every home 
in which these women, who did so much for their 
country during the war, enter either as housewives or 
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household servants. No one can forecast the enor- 
mous demand for household labor-saving devices 
which will exist in this country for the next five or 
ten vears as a direct heritage of the great war.” 

He predicts that there will be a shortage of domes- 
tics for a long time, and the high wages they command 
will make it necessary for many housewives to do their 
own washing and ironing, and there will be thousands 
of women who have been doing war work who will 
now return to their homes and household duties, and 
these women, after having taken an active part in busi- 
ness life, will demand the same sort of labor-saving 
devices for their housework which they found in the 
office and the factory. 


OPPORTUNITIES FOR FOREIGN TRADE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 





The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

28696.—A business man in France who 
import office in Paris desires to secure an agency for the 
sale of American products. Reference. 

22702,—A man in France is forming a company for the 
establishment of a department store, hardware, and engi- 
neering business, and desires to be placed in communica- 
tion with dealers in American products. Quotations should 
be given f. o. b. New York. Correspondence may be in 
English. References. : 

28707.—A merchant in Australia wishes to establish a 
sales agency and to employ salesmen to introduce American 
products throughout that country. References are given. 

28714.—A merchant in Italy desires to purchase and to 
secure an agency for the sale of door and window hardware, 
utensils in general, and tools and instruments. Correspon- 
dence may be in English. References. 

28716.—A commercial agent in France desires to secure 
the sole agency for the sale of American products to de- 
partment stores, bazaars, hardware, and furniture stores. 
Correspondence should be in French. References. 

28727,—A commercial agent in France desires to secure 
an agency for the sale of automobiles and spare parts, tires, 
and all accessories. Correspondence should be in French. 

Reference. 
, 28729.—A man in France desires to secure an agency 
for the sale of machine tools, tools. hardware, etc. Corre- 
spondence should be in French. References. 

28740.—An importer in Italy wishes to receive an 
agency and to purchase tin plate. Correspondence may be 
in English. Reference. 

28742 —A member of a firm in Brazil desires to secure 
an agency and to purchase tin plate and wire. Correspon- 
dence may be in English. References. 

28744.—An Australian manufacturers’ agent is in the 
United States and desires to secure an agency for the sale 
of silver-plated ware, brush ware, and kindred lines. Ref- 
erences. 

28750.—A firm in Switzerland desires to purchase im- 
mediately and to secure an agency for the sale of machine 
tools. agricultural implements, and tools of all kinds. 

28749.—A member of a firm in New Zealand is in this 
countrv and desires to secure an agency from manufacturers 
only, for the sale of copper wire (plain and coated), woven 
wire fencing, steel wire, wire nails, galvanized sheets (plain 
and corrugated), tin plate, tin steel, machine tools, etc. Ref- 


erences. 


is to open an 





2-ec 


COMING CONVENTIONS. 

Southern Hardware Tobbers’ Association, St. Charles 
Hotel. New Orleans. Louisiana, April &. 9, 10, 11, 1919. John 
Donnan, Secretary. Richmond,-: Virginia. 

American Hardware Manufacturers’ Association. St. 
Charles Hotel. New Orleans, Louisiana. April & 9. 19. 11, 
1919 F. DD. Mitchell. Secretary, 4126 Woolworth Building. 


New York Citv. 
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Sheet Metal Contractors’ Association of Illinois, Jefferson 
Hotel, Peoria, Llinois, April 9, 10, 1919. Frank 1. Eynatten, 
Secretary, Peoria, Illinois. 

Arkansas Retail Hardware Association, Marion Hotel, 
Little Rock, May 6, 1 and 8, 1919. Grover T. Owens, Sec- 
retary, Little Rock, Arkansas. 

The Hardware Association of the Carolinas, Charlotte, 
North Carolina, May 20, 21 and 22, 1919. T. W. Dixon, 
Secretary, Charlotte, North Carolina. 

Alabama, Florida and Georgia Retail Hardware Asso- 
ciations, Jacksonville, Florida, May 21, 22 and 23, 1919. 
Walter Harlan, Secretary, Atlanta, Georgia. 

National Sheet Metal Contractors’ Association, Colum- 
bus, Ohio, June 10, 11, 12 and 13, 1919. Edwin L. Seabrook, 
Secretary, 261 S. Fourth street, Philadelphia. 

National Warm Air Heating and Ventilating Associa- 
tion, Columbus, Ohio, June 11, 1919. Allan Williams, Secre- 
tary, Columbus, Ohio. 

Sheet Metal Contractors’ Association of Ohio, New 
Southern Hotel, Columbus, Ohio, June 11, 12, and 13, 1919. 
W. J. Kaiser, Secretary, Columbus, Ohio. 

Mississippi Retail Hardware and Implevement Associa- 
tion, Agricultural College, July &, 9 and 10, 1919. D. Scoates, 
Secretary, Agricultural College, Mississippi. 








RETAIL HARDWARE DOINGS 


Hlinois. 
Azby Hardware Company, Chicago, Iliinois, have been 
incorporated with a capital of $10,000. The incorporators 
are R. J. McLaughlin, Henry Hakenson and Hardin Mc- 
Laughlin. 
lowa. 
Schaaf Brothers have opened a hardware and imple- 
ment business at Anderson. 
V. C. Brinker has sold his hardware store at Auburn 
to O. E. Short. 
_ Streeter and Smith Company have bought the stock 
of the W. B. Smith Hardware Company at Mason City. 
J. E. Piersol has sold his hardware business at Rock- 
well to Max Kruggel. 
*. G. Roberts has bought a hardware and implement 
business at Thurman. 
W. W. Wheeler has sold his hardware store at Vinton 
to Harry and Bert Stitzel. 
Kansas. 
Cecil Wells has bought the Kimball hardware business 
at Jewell. 
Henry Johnson has opened a hardware business at 
Hackley. 
The North End Hardware Company, Wichita, has been 
incorporated for $15,000. 
W. S. Meadows will open a hardware store at Gay- 
lord. . 
; Michigan. 
L. C. Grill has sold his hardware store at Hubbardston 
to Charles Brim. 
Minnesota. 
Amos Gulbrandson has sold his hardware store at Hay- 
ward to Carl T. Hulegaard. ; 
Ellingson and Groven, Mentor, have dissolved partner- 
ship, Olof M. Groven continuing the business. 
P. A. Sanders will open a hardware store at Ogilvie. 
The hardware store of McCurdy and Sons, Two Har- 
hors, was badly damaged by fire. 
FE. A. Siddall, Wells, has sold his hardware store to 
F. G. Brandt. 
} H. Hamilton has opened a hardware store at White 
sear. 
: es Missouri. 
S. M. Simpson, Savannah, has sold his hardware store 
to Graff and Dorrell. 

; The Canton Hardware Company, Canton, has been 
incorporated for $5,000 by C. E. Bowman and S. R. Staples. 
Nebraska. 

Brooks and Richards, Atkinson, have sold their hard- 
ware store to Harvey Shaw. 
_ _C. D. Grim will move his hardware business from An- 
tioch to Crawford. 

J. S. Rhein has bought the interest of his partner W. 
E. Rousey in the hardware business, the new name being 
the Rhein Hardware Company. 

a North Dakota. 

Frank and H. M. Peterson will open a hardware busi- 
ness at Hebron. 

H. E. Bonzer, Hettinger, has sold his hardware store 
to White Brothers. 

Oklahoma. 


Smith Brothers, Purcell, have sold their hardware busi- 
ness to R. B. and E. Sheets. 
Stockstill and High, Lindsay. have purchased the hard- 
ware and imnlement business of Belyard Company. 
_Washington. 
Peter H. Peters will engage in the hardware business 
at Waverly. 
Wisconsin. 
Krostue and Peterson. Albany, succeed the Dixon 
Brothers in the hardware business. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








A _ well-proportioned, invitingly written advertise- 
ment is that of the Steiner and Voegtly Hardware Com- 


namemnomcemmre Pany which ap- 


IHELIGHTNING § peared in The 


Pittsburgh Leader, 
—Bread Knife 





Pittsburgh, Penn- 
sylvania. It con- 
tains no extrava- 
gant statements, 
unless it be in the 
name of the arti- 
cle. Doubtless, the 
manufacturers of 
the bread knife 
are responsible for 
the use of the word 
“lightning” as a 





of which we have sold 
hundreds during the past 
two years, without a 
single complaint, will be 
found one of the most designation for 
satisfactory implements their product. Of 
you can place in your course, this is a 
kitchen. preposterous e x- 
aggeration. 
“Ouick - cutting 
bread knife” would 
be a more reason- 
able description. 
In spite of the 
handicap of this 
distorted word, 
however, the ad- 
vertisement is 
forceful.’ and con- 
vincing, ' There is 
an eloquent sug- 
|} gestion of satisfac- 
# tory service in the 
declaration that the 
firm has sold 
hundreds of these 
bread knives dur- 
ing the past two 
years without a 


Cuts thin, dainty slices 
of bread without crum- 
bling or waste. Equally 
good for cakes, etc. It is 
offered this week as a 


Special 
at | 


5o Extra Via Mall 





single complaint. 





This phrasing ‘of 
the merits of the knife is more effective than direc: 
claims because it implies actual tests in numerous 
kitchens. The setting forth of the price in bold fig- 
ures puts the finishing touch upon the persuasive para- 
graph which tells the thrifty housewife that the knife 
“cuts thin, dainty slices of bread without crumbling or 
waste. Equally good for cakes, etc.” This kind of 
advertising is certain to bring results and add new 
customers to the list of the store’s clientele. 


x x * 


rhe advertisement of the Hanscom Hardware Com- 


pany, which is reproduced herewith from the Evening 


Gasette of Haverhill, Massachusetts, is typographic- 
ally attractive. It marches straight into the center of 
the field of vision. The eye perceives it without con- 
scious effort. The text, however, is marred by the 


SKATES 


A Large Shipment Just Received 


Gillette Razor Blades 
Come While They Last 


Sleds and Skis Snowshoes 


Toboggans’ Ice Creepers 
Ice Fishing Outfits 


Te Co. 
SO MAIN ST ) 


HAVERHILL - MASS 


The Dependable Store 


Telephone 49 















Telephone 48 





intrusion of a line wholly foreign to the general idea 
of the advertisement. It will be noticed that the sub- 
ject of the copy is skates and other related sporting 
goods having to do with ice and snow. Hence the third 
line, mentioning razor blades, strikes a false note and 
distracts the attention. 


. * 


KEEP FAITH IN THE PUBLIC. 


George Frank Lord says that if the business man 
who wants to extend his commercial relations with his 
fellow men truly regards his business as a service to 
mankind, he will see to it that it renders the best serv- 
ice possible and that his offers of that service through 
publicity shall be made in good faith. He will realize 
that the aim and object of his advertising is not to sell 
goods, but to buy satisfied customers. With such 
realization, how could he sanction lies, misrepresenta- 
tions or exaggerations in his advertisements? He 
would, in fact, not only avoid such false promises of 
service, but would also state the limitations of the 
service he offered, to make sure that no customer could 
become dissatisfied because his purchase failed to 
deliver all the service promised. 

It may strike you as Utopian to advocate that adver- 
tisers state the limiting features of their service or 
products and thereby restrict their sales to those who 
would not mind such limitations. Not at all! This is 
really the shrewdest method of doing business. 








30 AMERICAN ARTISAN AND HARDWARE RECORD 











HEATING AND VENTILATING 


March 22, 1919. 








OBTAINS COMPETENT MECHANIC. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 
Please discontinue my advertisement for help in 
your valuable paper. Your classified columns certainly 
bring results. I have obtained a competent mechanic 
through your journal. This is not surprising to me, 
however, because | realize that you number the best 
workmen among your readers. 
Yours truly, 

J. R. everroap. 

Warm Air Heaters. 
Columbus, Indiana, March 16, 1919. 

oe 


GIVES CONSTANT SUPPLY OF WATER FOR 
HUMIDIFYING PURPOSES. 


In the accompanying illustration is shown the 
Haynes .\utomatic Valve connected to the ordinary 
water pan of a warm air heater. This humidifier 
valve is guaranteed in every way by the manufacturer, 
Ilaynes of Kansas City, Missouri. The valve is 
simple and for that reason is said to be 
practically fool- 
proof. If the 
washer gives 
out, it is not 
necessary to dis- 
connect the 
water pipes as 
the washer may 
be renewed by 
removing t Ww Oe 
screws which 
hold a small lid 
Haynes Automatic Valve, Made by Haynes, in place. The 

Kansas City, Missouri. valve and, water 
pan may be drained during the summer months by 
loosening the lid of the valve body. The water may 
be turned off permanently by just removing the weight 
from the valve arm. Therefore, it is not necessary to 
install an extra stop cock for this purpose. The valve 
does not depend upon a float for its action. On one end 
of a rocker arm, there is a small water weight tank and 
a cast iron weight on the other end. As the water in the 
pan rises it backs up in the small cone-shaped tank, and 
this tank, becoming heavier than the weight, shuts 
down and closes off the water. The port between the 
valve tank and the water pan is always open. Conse- 
quently, when the water evaporates from the pan, it 
flows out of the water weight, tank maintaining its 
level. Then the tank becoming lighter than the weight, 
rises and allows the water to flow in from the city 
main. The valve is not affected by the heat as no hot 
water touches it and the gasket will last much longer 
tor this reason. For further particulars address 


extremely 





llaynes, 2429 Independence Avenue, Kansas City, 


Missouri, 


ee 


CHARGE A GOOD PRICE FOR YOUR WORK. 


Many things are necessary to success in the warm 
air heating business. Chief among them is getting a 
good price for good workmanship. Some years ago, 
Clarence M. Lyman of Utica, New York, gave it as his 
conviction that one of the common mistakes of the 
ambitious journeyman when he becomes a contractor 
is to start in with the idea that he is doing well if his 
work nets him a journeyman’s pay. No more fatal 
blunder can be made. It would be better for him to 
let some other contractor have the worry of keeping 
the Saturday pay envelope full than to attempt to es- 
tablish a business of his own on so frail a foundation. 
I’very warm air heater dealer and installer should 
charge a good price for his work. If it is good work 
with good material, it is worth good pay. 





IMPROVES THE HEATING SERVICE. 


Depicted in the accompanying illustration are the 
Duplex Gratings made by Tuttle and Bailey Manufac- 
turing Company, New York City. These gratings are 
for pipeless warm air heaters and as implied by their 
name, are designed to give double the amount of serv- 
ice of the old sin- 
gle type of grating. 
They are durably 
constructed of high 
grade material and 
much care has been 
taken to bring 
them up to their 
present high stand- 
ard. They are car- 
ried in sizes from 
20x22 to 45x45 to 
correspond to col- 
lar sizes from 14 to 
36. While it 1s 
known that ‘ pipe- 
heaters give 








Duplex Gratings, Made by Tuttle and 
Bailey Manufacturing Company, less 
ow Varn Ony. satisfactory serv- 
ice within certain limitations, it is unwise as well as 
detrimental to the best interests of the trade to claim 
for them a degree of performance for the accomplish- 
ment of which they are wholly inadequate. They 
have been extensively used instead of base burner 
stoves in many houses and reports from various sec- 
tions of the country show them to be in great de- 
mand. It is good policy for the installer of pipeless 
warm air heaters to neglect no effort to make them 
give the best service possible and in just such instances 
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are the Duplex Gratings very appropriate. Price lists 
and other particulars may be obtained by addressing 
the Tuttle and Bailey Manufacturing Company, 52 
Vanderbilt Avenue, New York City. 





MANY A LITTLE MAKES A MUCKLE., 


Benjamin Franklin was not only an apostle of 
thrift; he was a prophet, the forerunner of the great 
savings campaign the Government today is conduct- 
ing. It he were here today it would not be difficult to 
picture him as saying: “And also remember, friends, 
in this great savings campaign now on, that many 
a little makes a muckle, so to speak. Save all your 
jitneys and buy Thrift Stamps with them. You will 
be surprised how soon you will have enough of them 
to exchange for a War Savings Stamp, which soon, 
by consistent saving and thrift, will grow into a score 
of them and either add to your bank account or start 
you on the road to wealth.” 


—_— 


MAKES ACCURATE CASING RINGS. 





\ very important part of the warm air heater is the 
casing ring. To be of the greatest possible value it 
must be air tight and made of serviceable material. 
The Waiworth Run Foundry Company of Cleveland, 
()hio, makes steel casing rings, as shown in the accom- 
panying illustration, of individual measurements and 
requirements. These rings have lugs for double cas- 
ings and are also made without lugs for single casings 
They are manufactured in full circles or in partial 
circles for cast fronts. The manufacturers guarantee 
these rings to be exact in measurement and true in 
circumference, and as the Walworth Run Foundry 
Company is known throughout the trade for its high 





Steel Casing Ring for Warm Air Heaters Made by The 
Walworth Run Foundry Company, Cleveland, Ohio. 


grade products, dealers need have no hesitation about 
writing for detailed information. Prices are fur- 
mshed upon application and catalog and literature may 
also be secured by writing to the Walworth Run Foun- 
dry Company of Cleveland, Ohio. 


SOCIAL PROGRESS DEPENDS ON PROFIT. 





That the business organization constantly grows 
more closely cooperative is not to be questioned, nor 
is there any reason for setting bounds to this natural 
progress. The joint stock company is a very prac- 
tical form of cooperation and the most progressive 
corporations seek the largest possible distribution of 
their stock among employes. The profits of owners 
and proprietors. where they exceed living expenses, 
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are returned to industry for its development, thus 
serving the joint interests of owners, employes and 
consumers. There could be no industrial progress 
without profits, and large profits, although generally 
viewed with such disfavor, result in more rapid in- 
dustrial and social progress. 


—-——- - eee ——_—— 


IS EQUIPPED WITH DIVING FLUE. 


The Torrid Zone Steel Warm Air Heater, shown in 
the accompanying illustration, which is manufactured 
by The Lennox Furnace Company, Marshalltown, 


—O 








Torrid Zone Steel Warm Air Heater, Made by The Lennox 
Furnace Company, Marshalitown, lowa. 


lowa, is riveted into practically one piece without 
packed joints and is said to be smoke and gas tight. 
This heater is made of high grade, open hearth heavy 
steel plates. It burns gas, smoke and soot. Consequently 
it does not require frequent cleaning. Its heating sur- 
faces are vertical and allow no accumulation of ashes 
and soot. The diving flue of the Torrid Zone heater 
is a device by means of which a maximum amount of 
heat is obtained from the smoke before it escapes up 
the chimney. In this heater, the smoke leaves the main 
body or steel shell of the heater and enters the diving 
flue at the top. At this point it can pass by a direct 
draft to the chimney pipe and should be allowed to do 
so when the fuel doors are open. When these doors 
are closed the damper should be closed by means of 
an iron rod just above the heater door. Then the hot 
smoke is forced to pass to the bottom of the diving 
flue under a hanging partition and back again to the 
top. In this process the smoke travels eight feet before 
it enters the smoke pipe. The grates rock like a loco 
motive grate, which is very simple. Dealers should 
address The Lennox Furnace Company, 200 Lincoln 
Highway, Marshalltown, Iowa, for further particulars 


about this heater. 
“se 


The saying that “man wants but little here below” 
probably was suggested by the fact that that is what 
he usually gets. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR FOUR PIECE TAPERING 
ELBOW. 





By O. W. KorHe. 
To a large number of mechanics the problem here 
shown is always of interest, not so much that it is 
used very much but more so as a problem to develop. 


the point X, cutting the miter lines in each point shown. 
From each of these points square over lines to the 
side line J-7 so as to transfer these foreshortened lines 
to the side line, thereby making them a true length. 
The next step is to sweep the patterns using X, as 
center and point 7 as radius, describe are 7-7. On this 
arc step off the stretchout required to make the cir- 
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Patterns for Four Piece Tapering Elbow. 


There are several different methods of going at this 
fitting especially establishing the miter line. It is best 
to first draw the center line 4-X, and then describe the 
half section. Treat the quarter circle 4-7 just as 
though we were going to make a four piece elbow 
dividing it into six parts. The first part will establish 
the miter line which can be extended as 4’-B. Let 
4’-A equal the diameter of base. Then the triangle 
4'-A-B will give the exact rise of miter line for a four 
piece elbow. This triangle can be cut out of a piece 
of paper or metal and placed on the tee square shifting 
it to the desired height after which drawing the first 
miter line C-B. Then reverse the triangle and draw 
miter line F-E, after which reverse again and draw 
G-H. The base line I-J can be drawn to suit the 
diameter of small end. Next draw the radial lines to 


cumference for the lower base of elbow, and at the 
same time seeing that it contains twice the number 
of equal spaces there are in the half section. These 
spaces in the half section can be used as a trial for 
determining the proper space in stretchout. When 
radial lines are drawn to the apex X, then sweep 
lines from each point in the slant line X-7 on to radial 
line in pattern of similar number, as in points 7’-6’-5’, 
etc., also 7”-6"-5”"-4”, etc. This gives the points of 
intersection and enables tracing the curbs. When this 
process has been continued establishing patterns “A’- 
“B”-“C”-D”, then the workman must cut out each one 
separately. ‘The reason for this is that laps must be 
allowed as in the separate pattern “B” with laps. If 
this were not done the seams would telescope, and 
would make it difficult for assembling. 
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FRANK R. COOKE ENTERS NEW FIELD. 


After sixteen years of service with the Whitaker- 
Glessner Company of Wheeling, West Virginia, twelve 
years of which were spent in the Chicago territory, 
Frank R. Cooke is about to retire from the Company’s 
employment to devote all his time to a new enterprise. 
He has recently become interested in oil development. 
As secretary of the Fort Dearborn Oil Company which 
owns a producing well in Texas, his duties are such 
as to necessitate undivided attention. Many of his 
fellow stockholders are sheet metal contractors and he 
feels a special obligation to them to give his utmost 
thought and effort to the promotion of their welfare. 
His friends believe that he will achieve a high degree 
of success in his new endeavor, knowing, as they do, 
the persistent energy with which he performs every 
undertaking to which he pledges himself. His spark 
ling letters to the membership while he acted as secre- 
tary of the Allied Sheet Metal Contractors’ Association 
of Chicago will long be remembered. 


*e- 


TANNER AND COMPANY REORGANIZE. 


The passing away of Gordon B. Tanner, former 
president of the concern, made it advisable to reor- 
ganize the firm of Tanner and Company, Indianapolis, 
Indiana, jobbers of sheet metals and tinners’ tools and 
supplies. The company was first formed, February 
13, 1878, under the title of Tanner and Sullivan. From 
the beginning of its business career, a broad policy of 
liberal service and trustworthy goods has been main- 
tained. The results have amply justified the efforts 
spent in developing high standards of business. The 
firm’s trade has steadily expanded and its customers 
have become its friends. 

The reorganization of the Company does not imply 
any change of policy. It is a matter of technical con- 
venience rather than of any transformation with 
regard to the principles which dominate the business 
of Tanner and Company. The new president is K. E. 
B. Tanner. He will preserve the traditions of his 
predecessor and labor earnestly to widen the service 
and increase the number of friendly customers. The 
other officers are J. C. Henley, vice-president and gen- 
eral manager; F. W. Hillman, second vice-president ; 
Eugene C. Miller, treasurer. 

The incorporators are K. E. B. Tanner, M. H. 
Tanner, J. C. Henley, F. W. Hillman and Eugene C. 
Miller. The capital stock is $100,000 under the new 
charter. 


—o- -——_ -_—__—___ -- 


INDICATES TREND OF ZINC MARKET. 


The American Zinc Institute will issue, hereafter, 


- a monthly bulletin. Their March issue explains the 


activities of the Institute and comments on the va- 
rious features of the industry. One comment is: 

Not only the United States, but also all the 
other countries affected by the war, are now pass- 
ing through the inevitable period of readjustment, 
and no one dares forecast how much time this 
readjustment will require. Among the deterrent 
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factors are: (1) the uncertainty as to the terms 
of peace, involving the form of the “economic 
alliance” which may (or may not) be established 
between the principal powers; (2) as to the ques- 
tion of a general price reduction, and consequent 
wage reduction; (3) as to the disposition of 
surplus Government stocks of goods. Again, to 
facilitate exporting some way must be found to 
handle the exchange situation. One writer on 
the subject has recently said, “We have more to 
fear, thrice over, from high exchanges and lack 
of transportation than from high prices and high 
wages here.” 

The annual meeting of the Institute will be held at 

St. Louis, Missouri, May 12, 1919. 


—_—_—_— ee 


HAS SEVERAL GUARANTEED GRADES. 





To the practical sheet metal contractor it is of the 
highest importance tobe able to secure materials of 
different grades to meet the requirements of varying 
conditions. There are times when circumstances do 
not warrant the use of the very best grade of gal- 
vanized steel sheets. On the other hand, however, 
no conscientious contractor will use material of doubt- 
ful character, for the reason that he cannot afford to 
weaken his reputation by the use of a product which 
will not give some degree of permanency as well as of 
satisfactory service. It is to meet precisely such con- 
ditions that the Dearborn Steel and Iron Company, 
Chicago, Illinois, has several grades of material all of 
which are guaranteed, thus eliminating the objection- 
able feature to which reference has just been made. 
This Company makes special efforts to fill the orders 
of its customers with precision and efficiency. Sheet 
metal contractors will find it to their advantage to 
enter into correspondence with the Dearborn Steel and 
Iron Company, 122 South Michigan Avenue, Chicago, 


Illinois. 
“+> 


RETURNS FROM MILITARY SERVICE AND 
WANTS AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 

While working on the Quartermaster’s department 
at Camp Shelby, Mississippi, I had the pleasure of re- 
ceiving your journal every week. Now that I have 
returned from military service I want to continue my 
subscription. It gives me many pointers for my busi- 
ness and I am very much pleased with it. 

ANTHONY J. NESSWALD. 


Decatur, Indiana, March 17, 1919. 
oo — 


GETS PATENT FOR A SOLDERING FLUX. 





George P. Luckey, Wilkinsburg, Pennsylvania, as- 
signor to the Westinghouse Electric and Manufactur- 
ing Company, has been granted United States patent 
rights, under number 1,293,823, for a soldering flux 
described herewith: 

A soldering flux comprising a mixture of substan- 
tially 65 per cent of zinc chlorid and 10 per cent am- 
monium chlorid with 25 per cent of a fused mixture 
of potassium chlorid and sodium chlorid. 
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Wisconsin Sheet Metal Contractors’ Association 
Holds Instructive Annual Convention. 








The noted English novelist, Arnold Bennett, wrote 
a book entitled, “How to Live on Twenty-four Hours 
An instructive volume might be developed 
the Master Sheet Metal 
Wisconsin on “How to 
By cut- 


a Day.” 
from the achievements of 
Contractors’ Association of 
Hold a Complete Convention in One Day.” 
ting parliamentary procedures down to the barest 
requirements of order and dispensing with useless 
formalities, the officers of the Association contrived 
to carry out an interesting program in one day which 
ordinarily would occupy two or thyee days. This was 
accomplished without sacrificing any advantages which 
might accrue to the members from prolonging the 
same proceedings. 

at the 
brief 


at Y:30 a. m. 
Wisconsin, by 


The Convention was opened 
Hotel Wisconsin, Milwaukee, 
address of welcome from Frank Romberger, President 
of the Milwaukee Local. Otto Geussenhainer, Presi- 
dent of the State Association, made an appropriate 
response to the greetings of the local sheet metal con- 
tractors and then delivered his annual address to the 
convention, the full text of which is_ herewith 
appended : 

Address of President Otto Geussenhainer to the Annual 
Convention of the Master Sheet Metal Contractors’ 
Association of Wisconsin, at Milwaukee, 
Wisconsin, March 20, 1919. 

“After an intermission of two years, it again be- 
comes my duty to address you and review with you 
the field of our activities. I assure you it is an honor- 
able and pleasant duty for me to perform. It is an 
honor and a pleasure to be associated with you. 
a high regard for every member of the Association 
and have made friendships through my connection 
with you that I will remember as long as I live. The 
two years’ intermission since our last session seem 
not such a long time, yet, for some, the past two years 
have seemed the longest two years of their lives. 

“During this time our country plunged into war and, 
though the war is over, the peace deliberations may not 
be completed for some time. The peace delegates 
from our country will assist in framing a peace that 
removes future causes for war. Will they be suc- 
cessful in this or will the seeds for the next war be 
sown? For, after all, commercial rivalry developing 
into commercial jealousy produces war among nations. 
‘ Will the Peace Conference be able to remove this 
cause ? 

Plans to Eliminate Commercial Jealousy 

“Our Association, assembled in convention, and 
every one of our locals when having a meeting, can be 
likened to such a peace conference—commercial jeal- 
ousy between manufacturers, merchants, contractors, 
etc., often results in war and, although no bloody 
battles are fought, such a war generally ends disas- 
trously for all concerned. 

“With the purpose in mind to remove causes that 


| have 


. the licensing of tinners. 


lead up to such a condition we assemble today, we 
have met in the past and we will continue to come 
together in the future until every vestige of jealousy 
has been obliterated from the minds of our member- 
ship. 
Necessity for Membership Campaign. 

“However, in order that our efforts be crowned with 
success it becomes necessary to extend our activity 
beyond our present limits to arouse from their lethargy 
the many who are still sleeping, to make those see, 
who don’t want to see for there are none so blind 
This requires missionary work of the highest order. 





Otto Geussenhainer, Retiring President Master Sheet Metal 


Contractors’ Association of Wisconsin. 


“Having this in view our Board of Directors author- 
ized the inauguration of a membership campaign under 
the able leadership of our worthy secretary, some 
gains have already been made and as the campaign is 
still on more are expected. 

Better Apprentice Laws Are Needed. 

“More members are necessary for our Association 
should it succeed in its objects, but, recruits for the 
trade are just as necessary and here is where the As- 
sociation is handicapped. The state has placed such 
an entanglement of laws around the apprenticeship 
situation that there are no more apprentices, with no 
apparent intention on the part of the state to create 
something new after destroying the old. Not only 
does the trade suffer, but, the public as well. 

“Tt has been found advantageous to enact a law 
licensing plumbers in this state some years ago and 
inasmuch as this has had good results a great many 
masters and journeymen of the tinner’s trade favor 
The matter has been dis- 
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cussed by a joint committee and I hope it will be 
brought before you for discussion today and that all 
will take part in the discussion. 

Problems of Readjustment Concern All. 

“In reviewing the problems that appertain to our 
trade and the solving of which causes us to assemble 
annually, let us not overlook the greater problems tht 
confront our nation today, problems that influence 
every form of activity whether individual or associa- 
tion aims are concerned and which need the best talent 
and efforts of the nation to bring to a solution. 
year the state convention was omitted because the 
Association was to convene in Milwaukee 


Last 


National 
and the membership could attend the National gather- 
ing instead. It is needless to say that all those who 
attended were well repaid from every view point. All 
in attendance who usually attend those meetings pro- 
nounced it 100 per cent successful. Much credit was 
reflected to the State and the City of Milwaukee for 
this, but, the real credit belongs to the workers of the 
Milwaukee Local and the brilliant generalship of the 
convention committee chairman. 

“In concluding my address | wish to thank all of 
the officers and members for their cooperation during 
the past years. It was quite a sacrifice on the part of 
the Board of Directors to attend the many meetings 
especially on the part of those who came from out of 
town. 

“In bestowing my thanks to the officers, I will be a 
little more specific and remember our secretary who 
performed the lion’s share of the work. 

“And now I wish the Association in convention as- 
sembled on the road ahead into the future good speed.” 

At the close of President Geussenhainer’s address. 
the Convention took up matters of business which 
occupied the attention of the members until the end 
of the morning session. 

The afternoon session convened at 2 o'clock and 
Legan with a paper by B. F. John of Philadelphia, 
Pennsylvania, on “The Sheet Metal Master as a Busi- 
Man.”” Owing to the author's inability to be 
present in person, his address was read by E. B. Tonn- 
sen of Milwaukee, chairman Educational Committee 
Master Sheet Metal Contractors’ Association of Wis- 


ness 


consin, as follows: 


Paper on “The Sheet Metal Master as a Business Man” 
by B. F. John of Philadelphia, Pennsylvania, Read by 
E. B. Tonnsen of Milwaukee at the Annual Con- 
vention Master Sheet Metal Contractors’ 
Association of Wisconsin, Held March 
20, 1919, in Milwaukee, Wisconsin. 

“Criticism for talk’s sake amounts to nothing. Con- 
structive criticism means progress. Therefore, this 
paper is written not in the spirit of criticism, but to 
assist in the progress and uplift of our trade. In 
knowing our faults and facing facts may we know in 
what manner we may progress. No business man 
and it is for each one of us individually to decide 
whether we qualify in being a business man or not— 
has been as much maligned from all sides during the 
past years as the man in our trades: Sheet Metal. 
Roofing and Heating, and no trade has accepted this 
rebuke as indifferently as ours. 

“This has been true, simply because we, as a class, 
have until recently been unconcerned with that, in the 
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business and political world, which existed outside our 
small circle, and no concerted effort has been made 
to aim at a high mark, and take from other businesses 
and professions the salient points that are included in 
the making of them and universally intermingled with 
their successful operation. 

“Respect for our business from the public and our 
source of supplies, is equal only to the amount of 
respect we have for ourselves and not one ‘mite’ more. 

“It is true there are striking examples of prosperous 
and ethcient business men in our trades, but their 
number is so small in proportion to the whole that it 
has been the judgment of those outside our line with 
money to invest that our trades do not warrant safe 
investment. ° 

Indifference to Expansion of the Trade 

“The majority of the prosperous and efficient busi- 
ness men in our trades are as much to blame because 
of this past condition as the balance, because of their 
indifference to the expansion of the entire trade, rather 
than their business alone, imagining they did not need 
the assistance of those in their trade, when in reality 
were they to lend assistance to their competitor, and 
assist in ‘research work’ through organization, their 
road to success would be easier and pleasanter in the 
making. 

“It has only been during the past few years that 
part of the men in our trades realized that these facts 
were true, and by telling themselves the truth and 
facing facts, has any noticeable improvement been 
made. 

“Unfortunately it has ever been in the minds of the 
majority of men who enter business in our trade that 
they are exempt to applying business methods and in 
their stead have developed suspicion and fear, with the 
result of failure or just as bad, near failure. 

Asks Some Pertinent Questions. 

“Why is it that men in our trade are satisfied with 
a living, when other professions build for achievement, 
expansion and posterity? Why is it that the thought 
of a son succeeding the father is repugnant to both ° 
\ny work that is honest is worth while, and is open 
to improvement and expansion and before many years 
lave passed the sheet metal, roofing and heating trade 
will rank with the highest professions and when that 
time approaches, men with alert minds will enter the 
fields and take away the talent with which we were 
witrusted unless we keep pace with the improvement 
required of us. 

“All about us we learn of ‘business of research’ con- 
certed action for improvement. Is there no room for 
improvement in material and method in our trade‘ 
Yes, much! 

“Sufficient for the past. 
in our trades that which our predecessors never rea- 


The future holds out to us 


lized. 
We Are Entering a New Era, 

“The old times have passed and a new era is before 
us. The era of 1919 and the future. The conflagra- 
tion that has consumed the world has purified the air. 
Business will change, methods will change, because of 
its existence. Men, all men, have learned much that 
is good in business, and as business resumes its normal 
way, the lessons learned, through taxes and financial 
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transactions, will aid in clarifying our business vision 
of our responsibilities of the future. 
Keeping a Proper Set of Books. 

“The smallest one or two man shop must be afforded 
the opportunity to see that he can become entitled to 
respect by all with whom he comes in contact, by 
noting and bettering the improvement of his fellow. 
That he is not exempt from keeping a proper set of 
books because he is a mechanic, and that there are 
many sources of information at his hand to draw 
from. The man who neglects to keep a proper set of 
books is like the ostrich that buried its head in the 
sand, believing if it could not see, no one could see it. 
We should prepare books and stationery for inspection 
as it is possible for any man at a nominal cost, and 
if this is not sufficient, spend more than nominal, to 
make an impression on those with whom we trade. 

“Read and study, books and men. Often times an 
hour or two with a technical book is far better than 
a day’s vacation. Rub elbows with the successful 
men, measure up to them in business methods, con- 
versation and good habits. Too few of our trade 
take time to attend business lectures by men in our 
own line or outside of it. One hour spent in this 
manner has reshaped an entire business, for the better. 
Ask the successful busy man. Very few business men 
that are successful will deny you information simply 
because in imparting such information they realize 
they are making the thorny road to success smoother 
for themselves by helping the other fellow. 

Study Improved Methods of Work. 

“Let us improve our method of work by carefully 
noting as a body, its deficiencies in material, style and 
labor. Seek the labor saving device and demand 
better. Cultivate speed of production but not at the 
expense of efficiency. Improve your workmen, and 
interest yourself in each one individually, you or your 
assistants. Endless worry from strikes and disagree- 
ment can be avoided by consideration of a weekly 
salary to your regular yearly employees, instead of 
the rate per hour, as an employee is just as much 
interested in his yearly salary as his per hour rate, 
if it is explained properly to him, and this method will 
draw the best type of men to your shop. 

“A clean shop; an inviting office, the best of tools— 
and these are none too good because we have not de- 
manded better—are the things that make for progress 
and personal responsibility on the part of employer 
and employee. We should standardize our methods. 
The old days of the ‘secrecy of the shop’ are gone. 
Take your competitor into your confidence, show him 
all you can to induce him to raise the level of the trade. 
Pride of business and business establishments denotes 
the progressive man and is justifiable. 

“If the building contractor uses unfair methods, it 
is in your power to stop them if you are friends. 
Many large buildings are the monuments of some 
‘good fellow’ because of fear, suspicion and the lack 
of study. 


The Factor of Cost. 

“The ‘cost factor’ in our trade, is of recent birth to 
the majority and looked upon by some as a ‘hoax,’ yet 
this alone has during the past three years, strengthened 
the backbone of a number of men in our trade. The 
lack of this one ‘business necessity’ has caused more 
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failures than from any other one cause, and the ap- 
plication of it is simplicity itself. 
judicious Advertising Increases Business. 

“The men in our line until recently, supposed that 
advertising was not necessary. Judicious advertising 
adds trade and originates ideas. It requires study to 
adopt to your individual need, and is therefore worth 
while. The man who puts something back into his 
business in such a manner, enlarges his scope, and 
receives twice the amount invested. 

“The art of salesmanship is being rapidly cultivated 
in our trades. The man who depends alone on the 
customers he has on his books is in a precarious posi- 
tion, and the man who sells a job on price, usually the 
lowest price, is just as bad. The study of salesman- 
ship is interesting and profitable and is just as impor- 
tant in our line as in merchandising ; but it must not be 
confused with ‘bluff and lying.’ It requires study, 
painstaking study to obtain the view point your cus- 
tomer would like to hear. The jobs that are sold at 
a higher price than yours are sold because of sales- 
manship, backed by service rendered, and the profit 
made each year by the successful man is due to his 
ability to sell the job at a profit. 

Take an Interest in Legislation. 

“Too few men in our line interest themselves in 
State legislation. The few who do, have a thankless 
task when they wish to arouse interest against an 
obnoxious law, as we are prone to remain in our old 
habit of believing that our interest individually in 
the subject is so small, and we likewise think that it 
would have little weight with those whose action will 
eventually mean considerable loss and confusion in 
our trade. 

“Gradually we are beginning to see that all these 
things and more are part of our personal business, and 
no business man that wishes to be successful can 
escape the personal responsibility that he owes to the 
vocation in which he makes his money to invest in all 
else that he has in life. 

“We should believe that an Association of business 
men is a necessity and from it, with selected leaders 
who unselfishly believe in the ‘greatest good for the 
largest number’ all that is good for the trade as a 
whole can be developed. 

“The Association must, to be worth while, become 
part of our daily business, and we must invest in it as 
much money as we do in our personal business, and 
until we appreciate this fact, that an association for 
business men is not a toy, our association will rank at 
the bottom of the ladder. 

“Our meetings should mean a study hour, our com- 
mittee meetings ‘research work’ preparing for the 
future, and invested with money to further the invest- 
ment. 

“We cannot ‘straddle the fence’ to keep everyone 
satisfied. We must decide upon our course, stand on 
solid ground and do things in Association work as 
business men should do, and it will pay one hundred 
per cent profit and we will get a ‘lot of fun’ out of the 
daily grind. 

Make Association More Efficient. 

“A few years back a few men realized that in order 
to become a factor in the business world the Roofing, 
Sheet Metal, and Heating Trades’ Association must 
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alter its methods and view point, and with this in 
mind determined that to make an association,a prac- 
tical profitable success, it must offer something for sale 
and make a profit. 

“Subjects were offered and discussed, such ‘as Trade 
Protection, Apprenticeship classes; black-board talks 
by men in the trades, and lectures by men not in the 
trade; cost factor; and all points of interest to the 
individual who sat in his chair and never expressed an 
opinion. 

“Gradually the Association meetings were better 
attended, more questions were asked, spirited discus- 
sions followed, also debates, until finally the meetings 
were doubled. Every suggestion for improvement was 
tried out, and gradually the suggestions multiplied. 

“An office was rented and a live business man en- 
gaged to give all his time to Association affairs every 
day, and like the ‘man up a tree’ after he had worked 
into his position, he gradually added many things in 
which business men were interested such as ‘Delin- 
quent Debtor lists’ (dead beats), Commercial rating 
books, added to which was the actual experience of 
thousands of good and bad customers; until now a 
telephone inquiry to the office in 96 per cent of the 
cases, and there are daily inquiries, can be had im- 
mediately. A collection bureau, so handled that thou- 
sands of dollars have been collected through the 
Association letter; card index systems on a number 
of subjects, viz: situations wanted, dishonest em- 
ployees ; catalogues of all material patented or not, etc.. 
etc. 

“An advertising campaign on the l'resh Warm Air 
Heating System, paid for alone by the Association, 
znd from which startling returns were had ; the money 
spent amounted to nearly three thousand dollars and 
continued. 

“All these things were under the directions of com- 
mittees with money to spend, and assisted by the office. 
And strange to say not one word was ever raised as 
an objection to this office, which now is the biggest 
factor of the Association work. 

“The office is soon to be enlarged. There is an end- 
less profitable work yet to be done, and the Association 
is equal to it and more. One item alone can prove 
the growth of the office. From two or three letters 
received in’'a week to a number every day and nearly 
four thousand a year. 

Compensation Insurance Enacted. 

“The Compensation Insurance matter was made a 
law. The Association assisted in the formation of a 
State wide insurance stock company and returns to its 
members in 1916—17 per cent, 1917—-25 per cent and 
i918—26 per cent of their premiums. Many of the 
Association members have had returned to them more 
than one hundred dollars during the first two years, 
and the Association dues were but $15.00 a year. 

“The Association controls this insurance feature as 
no man in the trade can be so benefited unless he is a 
member in good standing in its ranks. The Associa- 
tion members are well protected by law, and the Com- 
pany is of the best, having nearly a two million dollar 
premium list in three years. 

“The dues of the Association must be paid within 
60 days from January first. All but two men paid 
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their dues in one year out of one hundred and thirty 
members, and this all was brought about simply by 
the patience and perseverance of the interested men 
in their hunt for something that the Association could 
offer for sale. Its membership is now sold. Men are 
applying voluntarily for membership. They want to 
buy a good proposition. The Association’s record is 
clean, and its influence is felt throughout the business 
world where it is located. 
Constructive Results of Organization. 

“The office man is now the Secretary and all his time 
and energy is given to the Association work. He 
prints a Bulletin each month, sent free, to all the mem- 
bership and the trade. There is always a good balance 
in the Association Treasury, and the Secretary and 
fourteen committees are always on the alert to spend 
the money for the betterment of the trade. A general 
advertising campaign is now under discussion and the 
numerous subjects that now are before the Association 
have made it necessary to have a meeting committee 
whose duty is to select the topics and obtain speakers, 
that are of the most importance. Invitations are 
sought for by the members to attend committee meet- 
ings as it is thought many new things are learned at 
these meetings. 

“Many men in the trade have many times told in 


to the Association.’ Thirty-one men have been made 
into business men with self-respect. 

“This is not a dream, but a living every day fact, 
easily proven to your satisfaction, if you will visit 
this Association and the ‘latch string’ always hangs 
outside to the men who are for progress and the up- 
lift of our trade. 

“We wish you likewise. 

“An Association of business men, who seriously 
desire progress, and are willing to invest money in 
their Association, can make 100 per cent profit, and 
make the sheet metal master a business man in every 
sense of the word.” 

The subject of warm air heaters, both as regards 
costs of installation and operation, was ably discussed 
by George Harms of Peoria, Illinois, President 
National Association Sheet Metal Contractors of the 
United States. His address, including the three 
methods of estimating which he discussed, is reported 
herewith: 

Address of National President George Harms to the 
Convention of the Master Sheet Metal Contractors’ 
Association of Wisconsin at Milwaukee, 

. Wisconsin, March 20, 1919. 

“The sheet metal industry is composed of many 
branches. Some shops do a little of everything ;/ 
others specialize on certain lines. The one thing that 
appeals most to the artistic also to mechanical skill, is 
cornice work. 

“For years it gave employment to many mechanics. 
It required tons of galvanized iron, copper, and other 
metals and was considered a good paying proposition. 
Gradually, however, stone, brick, and terra cotta have 
taken its place. The loss of this branch of the industry 
is very keenly felt. 

Cause of Decadence of Cornice Work. 

“The sheet metal contractor is principally to blame 

for it. He has simply allowed the manufacturers of 
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other materials to take it away from him. Whereas 
the makers and distributers of these other materials 
have spent time and money to bring their wares before 
the public, also to induce the architects to specify their 
goods, the sheet metal contractor has done nearly 
nothing. 

“Although thousands upon thousands of buildings 
have complete sheet metal fronts and others have 
cornices and window caps, many such buildings are 
fiftv years old and older, and the work apparently 1s 
good for many more years, still the sheet metal con- 
tractor does not advertise this fact to secure more of 
this work. Metal cornices, if properly constructed, 
and erected, are absolutely fire retardent and fireproof. 

“Owing to the nature of the material, it can be 
made very ornamental and still be sold for less than 


stone or terra cotta. Both the public and sheet metal 





Harms, President National Association Sheet Metal 


Contractors of the United States. 


George 


contractor are benefited by its use, and a united effort 
should be made to regain this business. 
Hollow Metal Windows Are Coming Into Favor. 
“Along this same line, another branch, is hollow 
This branch of the sheet metal indus- 
It has now grown to 


metal windows. 
try started in the cornice shop. 
large proportions and the fact that the manufacturers 
of hollow metal windows and trim have organized to 
improve and protect their interest is evidence that 
they will not stand idly by if other materials take 
its place. 

“Another branch that is practically lost, is tin roof- 
There was a time when nearly every flat roof 
Many 


ing. 
and many other roofs were covered with tin. 
buildings are covered with this material and the roofs 
are giving excellent service. If the sheet metal con- 
tractors had organized forty years ago, we would still 
put on good tin roofs, but being unorganized, they 
allowed the use of shoddy material and cheap work and 
spoiled the business. 

“Owing to the poor tin and poorer work, these roofs 
sometimes were nearly worn out before they were 


completed. The National Association of Sheet Metal 
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Contractors has done much to bring about better con- 
ditions. Tin plate is now made that can be guaranteed 
to stand for ages. Demonstrations and discussions at 
conventions have taught us many lessons on proper 
roof application and today we can put on a tin roof 
that is as good as ever before. 

Blow Piping for Mills and Factories. 

“A very important branch is blow piping for mills 
and factories both for conveying of dust, shaving, etc., 
also for heating and ventilating. Large quantities of 
material are used for this purpose and many men are 
employed on this work. Many shops do only this 
class of work, but as more or less is done in every city, 
both large and small, every sheet metal contractor 
should get into the game. 

“There are many more branches, some important, 
others not. Many apply only to certain localities. 
There is one branch that is spread over nearly all 
sections of our great country. This is the one that 
your Secretary, Mr. Biersach, requested that I should 
tell you something about. 

The Warm Air Heater Business. 

“This is generally known as the Warm Air Ileater 
business. Warm air or as it is better known, hot air 
heaters and the installation of them, is a branch that 
is well worth considering. It has been demonstrated 
that warm air heating for residences, is preferable to 
stoves, steam or water. There is no other method 
that is so pliable that will adjust itself to the various 
conditions. 

“It is good for a small bungalow and equally good 
for houses of many rooms. It works quickly and noise- 
lessly, produces heat for every pound of fuel that is 
consumed. Through properly installed vapor pans, it 
supplies all the humidity required by the human sys- 
tem. Warm air is the most healthy heat, although it 
costs less to install and maintain than either steam or 
hot water. 

“It is a very important branch of the sheet metal 
industry. It can be worked in the country as well as 
in the city. 

“It requires no greater investment than the other 
branches and can be conducted in connection with 
many other lines. 

“The bulk of this work is done at a season of the 
year when outside work can’t be done and above all, 
shows a good profit to the dealer. Now a few words 
how to enter this field and properly conduct it. There 
are many warm air heaters on the market, some good 
and others are better. Whatever warm air heater you 
may select, be sure to have confidence in its ability to 
produce the proper amount of heat, as it is absolutely 
necessary that you have faith in the heater before you 
can impart this same confidence to your prospective 
customer. 

Advises Use of Good Registers and Pipe. 

“Next, use registers and pipe of unquestionable 
quality. Learn what is required properly to heat the 
many different styles and sizes of houses and after 
having this knowledge, do not deviate from the right 
way. Do not figure on a warm air heater with a 
capacity of five rooms, to heat ten. It can’t be done. 
Make all pipes of abundant capacity easily to convey 
the proper amount of warm air and let the cold air 
supply be sufficient to feed all the warm air pipes. If 
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you can poorly install a warm air heater in three days, 
take five days and put it in right, by using a warm air 
heater of abundant capacity, pipes and registers of 
proper size and see that the job is properly installed. 
You can and should guarantee the heating of 
any house. 

“Be very careful, however, that you collect the 
money due you shortly after completion of the job, as 
it is a peculiar trait of many warm air heaters that 
they will not heat until they are paid for. 

“There is one point that the warm air heater branch 
has in common with all other lines. You must know 
what it costs you to install a job, you must know the 
expenses connected with it and above all you must 
get enough money to pay for everything and allow 
you a fair margin of profit. 

“{ will now give a few lessons in warm air heater 
estimating, selling and installation. 

Difficulties of Estimating Costs. 

“Properly to estimate a warm air heater job, is not 
as difficult as it is to figure cornices, vent pipes, etc. 
It is a very easy task to prepare a net cost sheet of 
different warm air heaters, also of pipes and registers. 
Having this prepared, it is only necessary to determine 
the size of warm air heater required, the amount of 
heat needed for each room and thereby show the size 
of pipe and register. As the cold air supply should 
have an area of all warm air pipes, this is easily 
figured. . 

“The estimating of warm air heater work is very 
much ‘simplified by lumping certain items together, 
assuring thereby that everything is figured, reducing 
the possibility to forget some things. 

“Allow me to show you several methods of estimat- 
‘ng. The first is absolutely correct, but contains so 
many items that some may be forgotten. As every- 
thing you forget to figure, but must furnish just the 
same, is a loss to you, this should be avoided. 

“The ‘second method is also correct, but much sim- 
pler. The third is the real and only way. It required 
very few items, therefore less to remember or forget, 
takes little of your time and you are always ready to 
make a bid on a job. 

Estimating Method No. 1. 
1 No. 280 Warm Air Heater woes +0 $l73,00 


1 No. 280 Warm Air Casing ........... 2400 
$199.00 

OE ene errr $129.35 
Se BS B.D. POO oc cccsctccssscs FS 
2 No. 1¢ B. J. Registers @ $5.10....... 10,20 
1 No. 9 B. J. Register eT ore er 25 
3 9x12 B. J. Registers @ $2.10........ ~ ae 
27.90 

RN oe rai nas Mn fats f 16.74 
: ee, 2 eee mee Be Bee, . ono nccsacus 2.94 
: No. 12 boot No. 12 Reg., 12” col.. 2.94 
1 No. 6 angle No. 12 Reg........... 1.48 
- No. 2 heads No. 10 Regs @ 2.60...... 5.20 
z No. 12 boots No. 10 Reg.. 10” col.@2.60 = 35.20 
- No. 6 angles No. 10 Regs. @ 1.32.... 2.64 
1 No. 2 head No. 9 Reg.......... ae 2.24 
1 No 12 boot No. 9 Reg., 9” col 7 2.24 
i No. 6 angle No. 9 Reg...... RES ere liz 
3 58” pes. No. 8 stack @ 4.36........... 13.08 
’ 31” pcs. No. 8 stack @ 3.84... aie 11.52 
»” pes. No. 8 stack @ .68........... 2.04 
3 4" pcs. No. 8 stack @ .60........... 1.80 
5 2” pes. No. 8 stack @ .54........... 1.62 
3 No. 2 hds. No. 8 stack, 9x12 Reg.@1.76 5.28 
3 No. 12 boots No. 8 stack, 9” col.@1.76 5.28 
3 No. 6 angles No. 8 stack @ .70...... 2.10 
2 it. St SS Ss | Ae 2.35 
> it. 1M IC tin pipe @ .41............ 6.15 
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Be Oe FO Pe Oe Oe ii seccccccccsiss BS 
1 12” IX adjustable -tin ell ............. 1,00 
3 10” 1C adjustable tin ells @ .60...... 1.80 
5 9” IC adjustable tin ells @ .50....... 2.50 
91.77 
CG EEE: wince Ace ashes pared errs 61.18 
L Re Cee CRE COT onc scccss:s. one .60 
2 10” side casing cdllars @ .50.......... 1.00 
4 9” side casing collars @ .46........ 1.84 
2 See eer gan wevies 60 
2 10” dampers @ .40............ re 80 
© DF Geers Be Bec ec vxens iene so 1.44 
2% it. 10” No. 24 galvanized smoke pipe 
RR et pt ae 1.00 
1 10” No. 24 galvanized smoke ell..... 1.30 
1 18x24 galvanized register box ........ 3.60 
1 20x24 galvanized register box - 4.00 
| TB. COU - BP BBE acicdscsecas ne 4.00 
Ae A oe ie waipleed 4.50 
2 18” cold air elle G@ BOD. cc... ccccscces 6.00 ' 
2 20” cold air ells @ 3.60........... — 
10 ft. 18” cold air pipe @ 1.00....... . 1000 
10 ft. 20” cold air pipe @ 1.20.. ic. oe 
60.48 
PE GN gia caGabsdaaooh eaaane nae ' 42.34 
1 18x24 wood face ... aE ge pant boatge 3.00 
| Bee WORE THE cok vcnccerns se aes $3.33 
6.33 
Less 00% orci a ee 2.53 
oo Ube. aap. paper @& 136 W.... 5c. ccc 3.25 
LS OE hewn eccntes Teper 40 
Freight and dray ....... ‘ ease wns 5.00 
4 days’ labor at 65c per hour....... 20.80 
4 davs’ helper at 35c per hour........ 11.20 
292.79 
20% overhead ... 58.55 
351.34 
25% profit ; : 87.83 
439.17 
Estimating Method No. 2. 
1 No. 280 Warm Air Heater and Casing. $129.35 
1] 12” side wall opening for hall ........ ath 12.27 
1 10” side wall opening for parlor ..... sais 10.89 
1 10” side wall opening for dining room . a 10.49 
1 9” side wall opening for kitchen .............. 9.99 
2 stacks to second floor ....... pada Serre 
1 18” cold air return ... ewe oes Sa cicaureats 17.72 
. «fg errr rere eee . 20.72 
eS SE errr re PES ee ss 2.03 
\sbestos paper and paste. ian bias 3.65 
OE MME oc os ah ee ap enw ake wk SO RK SAN 5.00 
4 days’ labor .... NPE oe , Pack 20.80 
Oe TD 66 ve tnincans ey Shame 11.20 
292.79 
20% overhead expense 1 aa wa oe 
P 351.34 
25% profit ... : ; .Y ‘ 87.83 
439.17 
Estimating Method No. 3. 
1 No. 280 Warm Air Heater Cra $210.00 
1 12” side wall opening for hall. 24.00 
1 10” side wall opening for parlor 20.00 
1 10” side wall opening for dining room ... 20.00 
1 9” side wall opening for kitchen peer te 18.00 
3 stacks to second floor . <a ‘ 72.00 
Smoke pipe . ; Teataiat 6.00 
Asbestos covering ... , 6.00 
376.40 
15% of above for cold ai ; roe ; . 5640 
Freight and dray .... ,; ; 6.00 
438.40 


“Selling warm air heaters is the same as any other 
line. Study your customer and approach him accord- 
ing to his peculiarities. 

“There is, however, one thing that you must not 
overlook. In the selection of a warm air heater 
women have considerable to say. Be sure to demon- 
strate to the ladies of the house that you know your 
warm air heater, that you know what size is required 


and show them just where the different registers are 
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to be located so they can still put the furniture in 
Go over the entire job with them. 
If. you get 


suitable places. 
Don’t talk price, but quality and service. 
the ladies interested, it’s easy to close the deal. 

“Be very sure to prepare a written or printed con- 
tract covering the entire installation and when you 
have sold the job, present it and request your cus- 
tomer’s signature. 

“Prepare a plan of the house showing where the 
warm air heater is set, location of registers and sizes 
of pipes, ete. 

Methods of Installation. 

“Now it becomes your time to fulfill your part of 
the contract. You may find that slight changes from 
your plan are needed, do not hesitate if through a 
change you can improve the job. Always keep in 
mind that you have contracted to heat the house. If 
you did make a mistake in your estimate, do not try to 
make up by omitting some apparently unimportant 
thing, but make the job right, no matter what it costs. 
It is better to lose a little money on account df your 
mistake, than to slight the job and have. dissatisfied 
customers on your hands. 

“Tt is easier to get over a small loss for which your 
customer is not to blame, than to lose his good will 
and probably much more money later on. Success in 
the warm air heater business is attained the same as it 
is in any other line, namely through proper service. 
Give your customer the value of his money, bearing 
always in mind that he has entrusted the heating of his 
house to you, and that you must make good. 

“After you have done all of this, you can easily 
perform the last act, namely present the bill and collect 
the money.” 

A timely and suggestive talk was given by Frank 
Romberger, President of the Milwaukee Local, on the 
topic of “Rehabilitation of the Sheet Metal Cornice, 
Coping, and Metal Trim.” Reference had already 
been made to this topic by President Harms, and the 
talk by Mr. Romberger served to focus attention upon 
this vital problem of bringing back into popular favor 
the neglected sheet metal cornice with its pleasing 
ornamental effeéts. 

Iveryone connected with the Master Sheet Metal 
Contractors’ Association of Wisconsin knows the un- 
tiring energy and zeal of its Secretary, Paul L. Bier- 
sach. His address to the Convention was character- 
ized by earnestness and a careful, dispassionate an- 
alysis of conditions. Its text in full is as follows: 
Report of Secretary Paul L. Biersach to the Annual 

Convention of Master Sheet Metal Contractors’ 
Association of Wisconsin, at Milwaukee, 
Wisconsin, March 20, 1919. 

“The past two years of our State Association have 
been very successful in many details of the work of 
our organization, when a close examination of what 
has been accomplished, not through, what is now so 
‘camouflage’ but by 
healthy, sensible business methods, which, after all, 


commonly expressed steady, 
when properly applied, bring, bear and accomplish the 
best results. 

“The increase in membership has been particularly 
gratifying in view of the fact that our membership 
roster tabulates over thirty per cent more at present 
than at our Convention two vears ago. 
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“With such a showing your Officers and Board of 
Directors feel that their efforts have not been in vain. 
let me please call your attention to the fact that your 
Officers and Board of Directors met quite frequently 
curing their term of office, to solve problems con- 
fronting your Association, always without any ex- 
pense to your Organization, and it is a pleasure for me 
to testify that they have performed the functions and 
responsibilities imposed upon them in the minutest 
detail. 

Campaign of Publicity. 

“During the last six months, your Board of Direc- 
tors inaugurated a campaign of publicity, imposing the 
responsibility of such a campaign upon your Secretary, 
who immediately proceeded with the same by sending 
out letters and follow up literature to Sheet Metal 
Contractors not affiliated with our Organization, with 
partial satisfactory results but with fond expectations 
that our hopes will be fully realized so that we can, 


This 


in the very near future, pronounce “Success.” 





Paul L. Biersach, Reelected Secretary Master Sheet Metal Con- 
tractors’ Association of Wisconsin. 


campaign will be most likely continued by your new 
administration, which you will put in power today. 
Work of Educational Committee. 

“Your committee on this important part of our As- 
sociation work has been very active since our last Con- 
vention and one of its members, Mr. E. B. Tonnsen, 
| am quite sure, will make an elaborate report and 
also submit to you an important paper during the 
afternoon session. 

Apprentices and Trade Schools. 

“Great importance must be attached to the clearing 
up of the apprenticeship and this should be very easily 
solved by a united effort of representatives of Em- 
ployer and Employee. I am quite sure that the Trade 
Schools will codperate with any committee appointed 
to confer with them on this problem. The chairman 
of the Industrial Committee can most likely enlighten 
you on the same. 
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Legislative and Industrial. 

“Both these committees will apparently impart some 
valuable information as to their observations since we 
met last. These are very important committees and if 
properly handled, should bear good results and benefits 
for our cause. 

Employer and Employees. 

“Not until the present time has the opportunity 
presented itself where Capital and Labor or Employer 
and Employee should and must codperate amongst 
themselves, more than ever before, for their mutual 
welfare and benefit. Your Board of Directors felt the 
trend of times in this direction and consequently have 
embodied this all important topic in your programme. 

The Question of Licensing. 

“Quite an agitation from several sourceS to license 
both contractor and journeymen in this State has beer 
submitted to your Board of Directors and meetings 
with exchanges of views thereon were held between 
committees appointed by your President and represent- 
atives of labor. The gist of these meetings will be 
reported to you by the committee chairman. 

“T am pleased to announce to you that our Treasury 
is on a better and sounder basis than ever before 
Your Treasurer will give you a detailed report later 
in the day. 

Shows Appreciation of Trade Journals. 

“As usual, our appreciation and thanks must be 
extended to the various Trade such as 
AMERICAN ARTISAN AND HARDWARE RecorD, Metal 
Worker, Plumber and Steam Fitter, Sheet Metal, and 
our own Warm Air Heating and Sheet Metal Journal, 

“The wide publicity given us through those channels, 
their frequent editorials on subjects of vital impor- 
tance to the sheet metal industry, which, when con- 
sidering their large circulation, was always of great 
value to us. I hope due recognition will be given 
them when the Committee on Resolutions begins their 
activities. 

“Unfortunately we were unable to hold our annual 
Convention last year for reasons all known to you and 
especially in view of the fact that our National As- 
sociation held their fourteenth Convention in Milwau- 
kee and an expression from all the State locals and 
most of the membership persuaded your Board of 
Directors to eliminate the same at the time. 

“Your Convention Committee labored extensively 
and took great pains in formulating your program and 
their efforts will be amply repaid if the same meets 
with your approval and is successfully carried out. 

Thanks Officers for Cooperation. 
“I wish herewith to express my sincere thanks for 


Papers, 


the cooperation given me by all of the other officers 
and Board of Directors during the past two years. 

“In conclusion let us continue to work together in 
unison and harmony and let our efforts in the future 
as in the past, be to achieve educational and mechanical 
efficiency, trade protection and other problems essential 
to the carrying out of a successful business career for 
ourselves. 

“Those of you who have attended Sunday school 
will recall that you were told never to grow weary in 
well doing, yet many times in our business career, the 
question might be asked, ‘Why stand ye here all the 
day idle?’ ” 
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The closing address of the session was a discussion 
of “Business Burdens” by Edwin L. Seabrook of 
Philadelphia, Pennsylvania, Secretary National Asso- 
ciation Sheet Metal Contractors of the United States. 
The complete text of his informative essay is as 
follows: 

Address of Edwin L. Seabrook, Secretary National 
Association Sheet Metal Contractors, at the Con- 
vention of Master Sheet Metal Contractors’ 


Association of Wisconsin, Milwaukee, 
Wisconsin, March 20, 1919. 

“Business burdens, like honors, come to some by 
achievement, they are thrust upon some, while others 
obtain them in various ways. It matters not, in a 
certain sense, how they reach us. One fact stands out 
heyond dispute—every business man must carry his 
own burden. 

“The dictionary term for ‘burden’ conveys the idea 
of a load, hence that which is borne by the mind, duty, 
care, charge, responsibility. When we analyze the 
business burdens and sum up their total, we find that 
it includes all of these, and probably some more. No 
business man is care free. There is a big difference, 
however, as to the manner in which these are carried. 
Some go along in a six cylinder machine, while others 
take the old creaking ox-cart style. 

Business Burdens Are of Two Kinds. 

“If the burdens of business are carefully analyzed, 
they can be placed into two classes: First, those bur- 
dens or influences over which the individual has but 
Inttle or no control, but which have a more or less 
vital bearing on business. The other class will fall 
within almost complete control, if not entirely so, of 
the individual business man, and for which he is en- 
tirely responsible. So, in the final analysis of the 
ubject, every sheet metal contractor is carrying two 
kinds of burdens—those to which he is subject by out- 
side influences, and those that are almost entirely sub- 
ject to him through his own activities, mental attitude, 
developed through study and experience, or undevel- 
oped through lack of these. General business con- 
ditions are something over which the individual has 
no control, but is controlled or governed by them. The 
labor problem is something within the partial control 
of the individual, particularly if he is willing to seek 
the cooperation of others in his own line whose burden 
is on a par with his own, 

The Problem of Labor. 

“Labor is one of the burdens of business, not in 
the sense of a grievous load, but of a problem that is 
changing from time to time and must be solved. This 
burden will not be carried as it ought to be until there 
is a correct understanding of the proper relations be- 
tween employer and employe. This understanding 
must not be in an individual case here and there, but 
include the masses of both factors in the problem. If 
the burden is to be lightened there must be a change 
on the part of labor in the method of dealing with the 
employer when changes are desired in wages or work- 
ing conditions. 

“The former attitude of framing an agreement in 
secret and then presenting it to the employer with a 
‘sign or we strike’ ultimatum must give way to an 
invitation or request for a conference. On the other 
hand, the employer must not refuse to meet employes 
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around the conference table. .\ working agreement is 
a contract between two parties and both should have 
an equal part in framing it. The labor problem burden 
will be lightened on both sides if, when changes are 
desired, the conference table is sought rather than 
hurling ultimatums at each other. 

Burdens Which Affect Competitors. 

“In passing to the burdens for which each individual 
is directly responsible, we shall find that they not only 
affect his own business adversely, if they are not prop- 
erly carried, but to some degree have the same effect on 
the business of his competitors. An association of 
jaint manufacturers once gave out the statement that 
they could not afford to have one turning out an in- 
ferior article, and the reason for this statement is 
quite obvious. 

“It needs no argument to show that the business 
burdens of the sheet metal contractor in any com- 





Edwin L. Seabrook, Secretary National Association Sheet Metal 
Contractors of the United States. 


munity are practically identical. In fact, with but a 
slight variation, they are identical throughout the 
United States. How these burdens are handled, car- 
ried or controlled, whichever way you please to put it, 
influences not only the individual but the others asso- 
ciated with him in his particular locality. 

“Suppose at this time we change the word from 
burden to business equipment, because this is exactly 
what these burdens mean. [very sheet metal con- 
tractor must have certain equipment to carry on his 
business just the same as he must have tools in his 
shop. It is a sad commentary, however, that some 
shop equipment is mighty poor and some business 
equipment still poorer. There are some firms that are 
attempting to carry part of the equipment burden and 
leave part of it behind. There are just two things to 
do: drift or plan to use the whole equipment burden. 
We may well assume that a large number will always 
drift, while the ofher portion will plan to use the 
equipment to the very best advantage possible. 

The Equipment Necessary to Business. 

“Every contract performed by a sheet metal con- 
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tractor must in some sense bear a portion of all of 
the burdens connected with the business. If we follow 
the natural order of a contract from its inception until 
it is completed, considering all the business factors 
connected with its performance and its relation to the 
customer and every feature of the business, we shall 
have a pretty fair idea of the distinct burdens or busi- 
ness equipment that are necessary for the sheet metal 
contractor. 

“No shop can operate without labor, and | have 
touched upon that problem in a general way, because 
it is a very real one, although not within the entire 
control of the sheet metal contractor. I will pass over 
the mechanical efficiency of the individual shop, be- 
cause I believe that this is as high as any other trade 
in building construction, despite statements often 
heard to the contrary. I will only take up those prob- 
lems, burdens or equipment that are under the direct 
control of the individual sheet metal contractor and 
his methods of carrying, or handling, reflect directly 
upon him as a business man, and affect his business 
profits. 

Function of Buying. 

“Most naturally, the first step is buying material. 
Most sheet metal contractors pride themselves on 
being able to buy at the right price. Probably if a 
percentage were to be assigned, these different bur- 
dens, buying material would take the highest of all 
But do many of the shops buy at the best possible 
price? Are they prepared to take advantage of offers 
when money could be saved? Are their business 
¢nethods such that when these offers are available they 
know about them? The man who buys right is gen- 
crally informed by his source of supplies when he can 
make a good bargain. Are there not some firms 
carrying a little heavier burden on the buying equip- 
ment than is necessary ? 

Importance of Estimating. 

“Estimating is a vital part of the business. ‘The 
one who does the estimating, be he proprietor or em- 
ploye, holds the financial standing of the business at 
the point of his pencil. It may well be doubted if a 
large percentage of the estimating is properly done. It 
iS quite certain that hundreds of firms make no at- 
tempt to keep a record of their estimates in any in- 
telligible form. The back of an envelope often-serves 
the purpose of a make-up sheet for a thousand dollar 
job. The foundation of every contract is the esti- 
mate, and this cannot be too carefully compiled. A 
permanent record ought to be made of all estimates, 
as a matter of comparison, when the work is done. 

Determining Contract Costs. 

“Linked with the contract itself is the cost of its 
performance. How many keep a cost account of the 
time and material that go in each contract? How 
many care to face the loss or gain on each contract. 
particularly if there is a loss? The estimating of costs 
in contracts develops out of experience and recording 
the exact cost on work previously done. Any other 
method of estimating than that which is based on 
previous knowledge of the cost of similar contracts 
is mere guesswork. 

Closing Contracts—Salesmanship. 

“How many contracts are closed, or attempted to be 

closed, purely on the question of price rather than 01 


March 22, 1919. 





te 























March 22, 1919, 


merit, quality of material and good workmanship? 
‘How cheap can it be done: has been one of the 
guiding features in the attempt to close contracts. 
How many sheet metal contractors are preaching the 
gospel, ‘whatever you pay you pay too much, because 
I can do the work for less’? Is it any: wonder that 
customers are naturally inclined to consider price 
first . 
Adequate Bookkeeping System. 

“Does the average sheet metal contractor keep a 
set of books that shows the losses or gains of the 
Lusiness or the status of the business at any given 
date? Probably since the income tax has forced some 
kind of bookkeeping the average is a little higher than 
formerly, but the fact is that many do not know the 
standing of their business nor the profits. In some 
form or other they set down what their customers 
owe and when the customer pays the bill, but beyond 
this the bookkeeping is a nonentity. Just a few hours 
before writing this article I helped a man out with 
his income tax return. His books showed very little 
and he had to refer to invoices and a dozen other 
things to get all his expenses. He had very little idea 
Low much he had made during the year. He was 
mightily surprised, although agreeably so, 
found that he had to make out a check for the Interna! 
sjookkeeping is the*thermometer 


when he 


Revenue Collector. 
that registers the status of the business and shows in 
what direction it is headed. 

Methods of Cost Accounting. 

“The overhead expense, or cost of conducting busi 
ness, has been discussed from every angle at different 
conventions. Most men realize the importance of this 
item in business conduct. If conventions and _ local 
organizations have done nothing else than direct the 
attention of sheet metal contractors to the need of 
including overhead expense in all their business oper- 
ations they have filled a great need and justified all 
the time and expense given to them. Uniformity in 
the application of the overhead expense to contracts 
is an essential. Until there is uniformity in distribu- 
tion Of overhead charges there will probably be as 
many different prices as there are estimates. 

Prompt Rendering of Bills. 

“When the work is completed the bill should be sent 
at once. Many are in the habit of rendering bills once 
a month, or at any time that may be convenient. There 
is no use in doing work and-selling goods unless they 
are to be paid for, not some time, but within limits 
usual to sound business practice. Send the bill as soon 
as the work is done. Haven't time is no excuse. 

Systematic Collection of Accounts. 

“In order to pay it is necessary to collect. This 
ought to be done systematically. If one-half of what 
is said about letting bills go uncollected in the trade 
papers is true, then certainly this part of the business 
equipment is in pretty bad shape. The consensus of 
opinion seems to be that the average man does not 
handle his collections properly ; that is, insisting upon 
payment being made when the account is due. There 
is nothing gained by timidity in pressing for a settle- 
ment through fear that it will hurt future business. 
The man who insists on prompt payments retains his 
customers the best. 
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Make Money by Discounting Bills. 

“This is a money making proposition for those who 
do it, but only a small percentage take advantage of 
it. The real reason for this is because other parts of 
the business conduct that make discounting possible 
are inefficiently managed. It is a well-known fact that 
the one who discounts gets better service and buys at 
a better price than those who do not. The ability to 
discount bills is not so much a matter of the amount 
of capital as it is the proper handling or carrying the 
burden of the other business equipment. 

Pay Bills When Due. 

“Material is sold on a definite time as to payment. 
While a good percentage pay on time, the experience 
of some credit men who were present at a convention 
where this subject was discussed showed that it was 
not as large as it ought to be; neither was the per- 
centage of prompt payment as good as it ought to be, 
due largely to the fact that col'ections were not looked 
after as they should be. 

Value of Credit Standing. 

“Many business men do not always get the credit 
standing or rating to which they are entitled, because 
of a disregard in giving credit information when it is 
asked. It may seem a piece of smartness to turn down 
the representative of a commercial agency, but this 
smartness has a rebound which always works an in- 
jury, in some form or other, to the one doing it. There 
is nothing in being evasive or hesitating about giving 
the information asked. .\ man is never given a good 
credit rating on silence about his business affairs. This 
lack of credit standing is ofttimes due to the slowness 
in paying bills and in making collections. 

“At this point we see five of the burdens or parts 
of the equipment pretty closely bound together. Credit 
standing, paying bills, discounting bills depend almost 
entirely upon the promptness with which the bill is 
rendered and the collection made. 

Advantages of Business Publicity. 

“Everybody appreciates the value of business pub 
licity. If they do an exceptionally large piece of work 
or if it is difficult, or well done, they want everybody 
to know about it. Newspaper advertising, circulariz- 
ing, letter writing, and other forms of publicity, can 
be made of great value to the sheet metal business. 
Those who do this, however, are small in comparison 
with the great business value of this item. In a city 
of a hundred thousand people one firm ts probably 
installing more warm air heaters than a dozen other 
firms put together. One indulges in lots of publicity, 
the others do not believe in it, or at least do not prac- 
tice it. 

Developing New Business. 

“A sheet metal contractor once said that he never 
worked on an old building but that he examined it to 
see if he could not suggest something else. He looked 
for a place where a skylight was needed or a ven- 
tilator could be used, or any other thing that he han 
dled. 
simply following the old lines and trying to take ex- 
New 
business developed by suggestion is more profitable 
How many are try- 


This is developing new business rather than 
isting business away from one’s competitor. 
than if secured by competition. 


ing to think out new lines of work that they can offer 
to their customers and others? Some one, of course, 
. 
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is doing this all the time, otherwise there would noth- 
ing new develop in the sheet metal business. Automo- 
bile repairing has become a big factor in some shops. 
Safeguarding machinery is another item that can be 
developed with success. These two are mentioned just 
to show the big field for sheet metal and developing 
new business is one of the burdens, the carrying of 
which can be made very profitable. 
Answering Corespondence. 

“It costs nothing to be courteous, but its returns 
are large. The answering of business correspondence 
is a courtesy due from one business man to another. 
In addition to this, a man’s business qualification and 
his business conduct are very often judged by the 
manner in which he attends to his business corre- 
spondence. There are a great many who do not like 
this business burden and they do as little of it as pos- 
sible, and because of these the burden is a great deal 
heavier than it ought to be. In these days a letter will 
do nearly everything that a personal interview will, 
therefore it is an essential part of the business equip- 
ment. 

Handling Complaints. 

“In the nature of business transactions some things 
go wrong and complaints are bound to come. Some 
people shun these and put off adjusting them just as 
long as possible. Just as long as human nature is what 
it is, business will be burdened more or less with com- 
plaints. The burden is all the heavier if they are 
dodged. I know a sheet metal contractor who will 
attend to a complaint before he will look after new 
business. Because of this attitude his complaint. bur- 
den is comparatively light and he lessens the dispo- 
sition on the part of his customers to complain by the 
promptness with which he responds to their com- 
plaints, whether they are justified or not. 

Studying Satisfaction. 

“Very naturally every sheet metal contractor tries 
to give satisfaction, or at least thinks he is. How many 
realize that they are not merely selling sheets or tin or 
registers or warm air heaters, however great the 
mechanical ability in assembling these may be, but 
something that is necessary to the happiness, comfort, 
or health, and these requirements must be satisfied. It 
is satisfaction that the sheet metal contractor is sell- 
ing and not the products of his shop. I know a sheet 
metal contractor who has refused more than once to 
install a certain kind of warm air heater, although he 
had that very heater in stock, because he had satisfied 
himself that it would not give satisfaction. This man 
is studying to satisfy. Unless the sale satisfies it would 
better not be made. 

Good Will Is Essential. 

“The more a sheet metal contractor can 
himself with the good will of his customers and the 
community the better he is off. Possibly this is one 
of the most pleasant burdens that can be carried, and 
yet its attainment does not seem to appeal to.all, or 
at least some do not show the proper appreciation of 
it. Many, whether they realize it or not, assume an 
antagonistic attitude when a show of good will would 
serve much better. It will pay to study what pleases 
your customer and watch just as cheerfully for evi- 
dences of displeasure, 

“Here are seventeen business burdens, or pieces of 


burden 
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equipment, that are essential to every sheet metal con- 
tractor, large or small. The efficiency of a business 
depends upon the system that operates its equipment. 

“When James Allard, the poultry fancier farmer, 
honks his way into the poultry show with a crate of 
his finest, the thing that thumps against his temples 
is: ‘How high will I score, how many premiums will 
I take home ?’ 

“When little Miss Goldensilver rides her manicured 
horse into the sawdust ring at the annual horse show, 
the thought that thumps with every heart beat is: 
‘What will be our score?’ 

“If any of you think you are a blue ribbon sheet 
metal contractor, how high do you score on carrying 
your business burdens, or equipment? There is such 
a thing as measuring the efficiency of your business 
equipment in percentages. Take out your pencil, write 
down these seventeen business burdens and mark op- 
posite each one the percentage of efficiency that you 
think you can score, counting one hundred as perfect.” 

The officers elected to perform the work of admin- 
istration during the coming term are as follows: 

President: E. B. ToNNsEeN, Milwaukee; 

First Vice-president: C. W. Panscu, Racine ; 

Second Vice-president: C, F. Warninc, Oshkosh; 

Third Vice-president: F. W. Driepricu, Fond du 
Lac; 

Fourth Vice-president: J. B. WALLIG, Kenosha ; 

Fifth Vice-president: Orro GEUSSENHAINER, She- 
boygan ; 

Secretary: PAaut L. Birersacu, Milwaukee ; 

Treasurer: Witt1AmM F. GALtun, Milwaukee; 

Sergeant-at-arms: ApoLPH SCHUMANN, Milwau- 
kee. 

oo 


NOTES AND QUERIES. 


Air Compressor. 
From C. L. Epps, 209 North Washington Street, Van Wert, 
Ohio. 
Please tell me where I can get a small air compressor 


to test radiators. 

Ans.—This can be purchased from the F. L. Curf- 
rman Manufacturing Company, Maryville, Missouri. 

Patterns for Steel Boats. 

From Walter R. Groom, 503 Manor 


Pennsylvania. 
Would like to get patterns for steel boats. 


Ans.—The H. F. Thompson Boat and 


Works, Decorah, Iowa, can furnish these. 
. Sheet Metal Groover. 
From the Barrett Hardware Company, Joliet, Illinois. 
Who in St. Louis makes a sheet metal groover? 
Ans.—The Crescent Novelty Manufacturing Com- 


pany, 703 South Broadway, St. Louis, Missouri, makes 


Street, Columbia, 


Pattern 


a groover. 
Cistern Filter. 
From O. R. Gates, Independence, Iowa. 
I would like to know who makes a cistern filter. 
Ans.—This is made by the Bridges Manufacturing 
Company of Bedford, Iowa. 
Elbow Machines. 
From R. J. Schwab and Sons Company, Milwaukee, 
Wisconsin. 
Kindly give us the names of manufacturers of elbow 
machines. 
Ans.—Hemp and Company, St. Louis, Missouri; 
C. DeWitt Wagner, Cedar Rapids, Iowa; and Niagara 
Machine and Tool Works, Buffalo, New York. 
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1,293,394. John M. Fiori, Poughkeep- 


sie, N. Y. 


Carpenter's Tool. 
Filed Aug. 22, 1917. 


1,293,411. Gustav L. Grabe, Tomp- 


kinsville, N. Y. 


Washing Device. 
Filed July 14, 1917. 

1,293,414. Door Bolt-Lock. Andrew J. Grimeck, Brook- 
lyn, N. Y. Filed Sept. 6, 1918. 

Wire-Stretcher. Charles C. McMurphy, Casa 
Filed Oct. 24, 1918. 


1,293,493. 
Grande, Ariz. 
Mann, Oak Park, III. 


1,293,497. Ventilator. Orville C. 


Filed Sept. 8, 1914. 
Nehman, Detroit, 


Cork-Exfractor. Michael 


Filed March 19, 1918. 


1,293,516. 
Mich. 
1,293,546. Safety-Razor-Blade Holder. John Raycroft, 
Bridgeport, Conn., assignor of one-half to Sarah Raycroft, 


sridgeport, Conn. Filed Sept. 20, 1918. 


Funnel. Samuel F. Tapman, Jr., Jamaica, 


Filed Nov. 19, 1914. 


1,293,575. 
x. ¥. 
Charles FE. 


1,293,613. Washboard. Maricopa, 


Cal. Filed Oct. 31, 1917. 


Manley, 


1,293,616. Key-Lock. Los Angeles, 


Cal. Filed Oct. 9, 1916. 


Moses G. Norton, 


1,293,661. Clothes-Pin. Irving J. Atkins, Dallas, Tex. 
Filed July 27, 1918. 

1,293,667. Sifter-Grate. Giles G. Bole, Union City, 
Mich. Filed June 6, 1918. 

1,293,705. Door-Hanger. Conrad FE. Cederborg, Chi- 


cago, Ill. Filed May 13, 1918. 


1,293,735. 


Ohio. 


Wrench. William S. 
Filed Sept. 27, 1918. 


Du Charme, Cleveland, 
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NEW PATENTS. 





1,293,776. Firearm. Leroy T. Hillman, Watertown, 
Mass. Filed Sept. 21, 1916. 
1,293,818. Electric Iron. Cyril N. Lewis, Ridgefield 


Park, N. J., Frances Rockefeller King, New 


York, N. Y. 


assignor to 
Filed Aug. 1, 1917. 
1,293,824 Louis H. Ludwig, Waukegan, 


Ill. Filed 
1, 1918. 


Weed-Puller. 


April 4, 1916, Serial No. 88811. Renewed July 


Metal Ware. Frank Massing, Cleveland, 


Ohio, assignor, by mesne assignments, to The Griswold Man- 
Filed Oct. 29, 1915. 


1,293,849. 


ufacturing Company, Erie, Pa. 
1,293,859. Oil-Can. Max H. Misfeldt, Malta, Mont., 

assignor of one-half to Gustav F. Thompson, Malta, Mont. 

Filed April 27, 1918. 

Firearm. Charles A. Nelson, Utica N. Y., as- 

signor to Savage Arms Corporation, Utica, N. Y., a corpora- 

Filed July 17, 1917. 


1,293,879. Combination Padlock. Neu- 
mann, Kansas City, Kans., assignor of one-half to William 
Filed April 15, 1918. 


1,293,877. 


tion of New York. 


Bernhard A, 


H. Tigerman, Kansas City, Mo. 


John H. Neville, Portland, 


Wire-Twister. 
Filed Nov. 5, 1914. 


1,293, 880, 
Oreg. 
1,293,911. Screen-Door Latch. James R. Plants, Clays- 


ville, Pa. Filed Aug. 14, 1918. 
1,293,953. Shoemaker, 


Brooklyn, N. Y 


Clothes-Hanger. Joseph \ 
Filed March 15, 1917. 
Monroe 


Heater and Cooker Perl 


Filed Feb, 23, 1918. 


1,293,964. Electric 
Spink, Worthington, Minn. 


1,293,966. Combination-Tool. Lee Springer, Hardin, 


Mont. Filed April 28, 1917. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








STEEL PRODUCERS AGREE TO LOWER 
PRICES AND MAINTAIN WAGES. 


\s the outcome of a conference between steel man- 
ufacturers and the Industrial Board of the Depart- 
iment of Commerce, held this week at Washington, 
1) (., substantial reductions in the prices of finished 
steel products have been put into effect. A full ac- 
count of the formation and plan of procedure of the 
Industrial Board of the Department of Commerce was 
given on pages 23 and 24 of last week’s issue of 
AMERICAN ARTISAN AND HARDWARE ReEcorD. It was 
organized with the intention of including reasonable 
price reductions in order to bring about a stabiliza- 
tion of industry throughout the country. Its first big 
achievement is seen in the action of the steel trade in 
adopting basic prices to hold for one year. 

The new prices are as follows: 

Pig iron, basic, reduced from $30 to $25.75 per 
gross ton. 

‘our inch billets reduced from $43 to $38.50 per 
gross ton. 

Two inch billets, reduced from $47 to $42 per gross 
ton. 


Bars, reduced from $2.70 to $2.35 per hundred 
pounds. 

Plates, reduced from $3 to $2.65 per hundred 
pounds. 

Structural steel, reduced to $2.45 per hundred 


pounds. 

Judge Elbert Hl. Gary, chairman of the special com- 
mittee of steel manufacturers, said there would be 
no reduction below these prices and that wages will 
not be lowered in the steel mills. He said: 

“It is expected that the prices during 1919 will not 
be any lower, and it is the present intention to make 
no decrease in wages, except perhaps at some mills 
where a contract between employers and employes 
based on a sliding scale agreement is in effect. 

“The price of iron ore, f. o. b. Lake Erie ports, will 
not be reduced except in case of reductions of freight 
rates. In such case the price of iron ore will be re- 
duced proportionately.” 

The prices announced by Judge Gary will be the 
Lasis of a general price-fixing arrangement for semi- 
finished products in the steel industry. The steel men 
are confident that the reduction will bring about a 
steady revival of building, and that industry all over 
the United States will be greatly benefited by the new 
agreement. 

STEEL. 

There is talk of a big order for rails and it is pos- 
sible that such an order may be forced through. The 
trade, however, does not expect much in the way of 
demand for new equipment to develop. The equipment 


makers have already been burned and they are not 
The rail order to 
meet the urgent needs would have to total 
2,500,000 tons. The capacity of the trade is something 
around 4,000,000 tons. 

As for building, the outlook is good, provided there 
is no interference in the way of price fixing in rents. 
The trade produced much structural steel last year. 
much more than is generally believed, and looks for an 
increase in demand as a result of the conference this 
week. There is no pessimism in the trade in general. 
The element of doubt exists as to the development of 
a demand that will keep the trade going at approxi 
mately the rate that prevailed during the middle 
months of last year, or even at the present rate, which 
is much higher than the country has been led to believe. 
There is no doubt that, using the pre-war rate of pro- 
duction as a measure, the trade will continue to pro- 
duce the normal amount of steel, even under the most 


anxious to repeat the experience. 
about 


extreme conditions. 
COPPER. 

The odds and ends of copper which were being 
pressed for sale by small producers in need of funds 
is gradually being absorbed and there is now every 
indication that prices will begin to work higher soon 
Leading producing interests seem to be unanimous in 
the determination to refuse to sell their stocks on hand 
for less than cost, and at the present time the market 
price probably is two cents a pound lower than the 
average cost of all existing surplus supplies. 

Although the volume of buying has been smaller 
during the past four months than previously, a con- 
siderable amount of copper has been going into con- 
sumption. Nearly all of the consumers had some 
stocks of metal on hand and also, had made purchases 
for future delivery at the time the armistice was 
declared. They also have bought a large tonnage in 
the aggregate of scrap copper and brass and wire mills 
have continued operating as a rule on one-half time or 
better. The generally accepted belief, therefore, that 
all production since the middle of November has been 
added to surplus accumulations is very much in error. 
Indeed, it is improbable that the world’s stocks are 
200,000,000 pounds greater now than they were three 
or four months ago. 

The attitude of the producing companies is such as 
to inspire buyers of copper with confidence. By dis- 
continuance of mining operations on the one hand and 
curtailment on the other hand, production has been 
reduced almost 50% already, and unless there is an 
immediate increase in the buying demand output will 
be cut down still further. This is a situation which 
should convey to the minds of the consumers the con- 
viction that they will be unable to make purchases 
later on at any lower prices. 
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TIN 

There is a rumor that imports of tin ore and con- 
centrates are to be allowed after June Ist, and this 
is the date the trade expects the present embargo on 
pig tin imports to end. Some, however, are positive 
that the Government stocks will be distributed by 
May 1st, and imports then will be allowed. 

The routine character of the tin market continued 
undisturbed and the only interest displayed at present 
is scen in the question how soon the Government con- 
trol of imports will end. As this depends entirely on 
the completion of the distribution of the Government 
holdings of tin, opinions differ widely and all dates 
are heard from May to June. There are offerings of 
April shipments from the Straits in the market at 
52’ cents, or 20 cents below the fixed Government 
price, and as such shipments would not reach here 
hefore June it is very likely that some importers will 
take the risk of buying those options. 

(;overnment control is still in existence and will in 
all probability not be released until all the Governmen: 
holdings of tin are disposed of.- While those holdings 
at the beginning of the control were given at 10,000 
tons, no statistics were published as to the present 
holdings, but it is estimated that about 6,000 tons in 
all were taken under allocations to the large consum- 
ers, which would leave still 4,000 tons for distribution. 
Under normal times this would be sufficient for one 
month's supply, but as the industry at present is work- 
ing 2 heavy curtailment it might take two months 
longer before all the tin is sold and the trade can expect 
a free market. 

LEAD. 

While the leading interest’s official price remains at 
5.00 cents East St. 
second hands are offering to sell April at 4.95 cents 
ast St. Louis and even this price is reported to have 


louis, business is so dull that 


been shaded. 


SOLDER. 
l’rices of solder in the Chicago market are as fol 
Warranted 50-50, per pound, 39.5 cents ; Com- 
Plumbers’, per 


lows: 
mercial, 45-55, per pound 36.2 cents; 
pound, 32.9 cents. 


SPELTER. 
The week opened with a decided improvement +in 
both from and 
simultaneously producing interests, who have been 


demand consumers dealers, and as 
indifferent about meeting the market, came out as 
sellers at 6.15 cents f.o.b. East St. Louis basis, a good 
genera! business has been done today for March, April 
and May deliveries at this price. If the demand con- 
tinues, the prospects are for a firm market, while there 
is a good prospect that the new lower prices for iron 
and steel will lead to a good business in galvanized 
As producers of galvanized iron are known to 


have very small stocks of spelter they would probably 


iron. 


cover the metal against all galvanized iron orders that 
they book. 

The spelter market looks better than it has for some 
time as regards demand for the metal, both for present 
and in the future. It is thought that producers must 
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have got some slight concession in ores or labor to 
make them sellers but it may be they had become tired 
of waiting for orders. It will be interesting to see 
what their attitude will be now that buying orders are 
improving. 

Last week prices for zinc ores were cut from $2.50 
down to $1.00 per ton for all grades. This brought the 
range for zinc ores to $37.50 to $42.50 with the excep- 
tion of a few lots of first grade ores which were said 
to have sold on previous week's market. Calamine 
ores were practically unchanged at $25 to S30 per ton 


SHEETS. 

An indication of the prevailing prices of sheets is to 
he found in the bimonthly sheet settlement held re 
cently in Youngstown, Ohio. -A cut was announced 
in the wages of mill men of 10% per cent for sheets 
and of 8 per cent for tin plates would be made. The 
cut is the first that has taken place since prices for mill 
When 
the January settlement was made there was an aalvance 
The most recent 


products began to rise under war conditions. 


of 7 and 7% per cent respectively. 
settlement was based on a basis of 34.90 per sheets 
and $7.45 for tin plate. The January settlement was 
made on the basis of $5.25 for sheets and $7.85 for tin 
plate. The latest force 


until May. 


settlement will remain = in 


TIN PLATE. 

Trading in tin plate, at no time really active since 
last fall, has come almost to a halt in the past week or 
so. Possibility of lower prices naturally discourages 
fresh commitments of any considerable size and also is 
making consumers somewhat indifferent about giving 
specifications against old business. Some of the fairly 
large consumers carried over a considerable stock from 
last year on account of the failure of the pack of per- 
ishable foods to come up to anticipated proportions 
end these interests have not been able to reduce these 
accumulations owing to a cautious attitude on the part 
of packers and canners. 

OLD METALS. 

Wholesale quotations in the Chicago district which 

Old stee! 


S28.00 to 


may be considered nominal, are as follows: 


oxles, $28.00 to 330.00; old iron axles, 


$30.00; steel springs, $17.00 to $17.50; No. 1 wrought 
iron, S15.co to S15.50: No. 1 cast. S21.00 to 521.50, 
all net tons. Prices for non-ferrous metals are as 


follows, per pound: Light copper, 107% cents; light 


brass. (> cents: lead, 3 » cents: ZINC, 324 cents: cast 


aluminum, 17 cents. 


PIG IRON. 


\s a consequence ot the conference between steel 
producers and Secretary Redfield’s newly formed In 
dustrial Board of the Department of Commerce, a 
price of $25.75 per gross ton has been agreed upon 
for pig iron. This is expected to have a very favor 
able effect upon the iron market and to stimulate busi- 
ness all along the line. Inasmuch as the basic prices 
are agreed upon to hold for one year, doubt and un- 
certainty will be removed and buyers will be able to 


proceed upon a firm foundation. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the_ only 
publication containing Western Hardware and Metal prices corrected weekly. 
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METALS. | LEAD. 
$ | Sere $5 50! AUGERS | BEATERS. 
| AS et eee 6 00) Boing Ns hg 60% Carpet. Per doz. 
—— | Sheet, | eee 25%)| No.7 Tinned Spring Wire.. 1 10 
i aes sia : Carpettier’s Mth... ccccesseceseces 50%| No. 8 Spring Whe coppered. . 7 50 
PIG IRON. | Cut coile........per 100 Ibs, 3 33 meee ied 
inane aaiaiins $34 40 TIN. i an ‘Eee. Per dos. 
Northern Fdy., No. 2... 34 00! | Bonney’s.......... per doz. 3000! No. 4 Imp. Dover ........ $1 10 
Southern Fdy.. No. 2... OCR EN TE 764 | Stearns, No. 3..... - 6000 £4No.! - “ tinned... 1 35 
Lake — Peete SE A RE Pee ccccecsscweisceces Nominal | No. 130 % “  hotel.... 2 10 
Malleable.........-... 34 50) No. 10 Heavy hotel tinned. . z 10 
| Post Hole. ue 14 s  -.)|(O - 330 
aes. | Iwan’s Post Hole and Well... .. 25 No “ oe * 3& 
FIRST QUALITY BRIGHT HARDWARE. | Vaughan's, 4 to 9-in.. .per doz.$i3 G| No is - o¢ 450 
TIN PLATES. | 
ee 
Per box| ADZES Ship. | Hand. 
IC 14x20... 12 sheet ( , *s, wi ist | er 10 
1x X 14x20..... 2 aes “a 1 bas [en Ore ah i op oF oe 18 00 
c Ree 17 55 | 
| Se beeen 7 35] Pia ctexenmanrmeninnsins Net | | Moulders'. 
jaca ao SPEEA: 20 10 Coopers’. | Brad. AWLS. SS isa weenie Per doz. 20 00 
1X — aeeleeapdad aise | Barton’s.........+.e+seeeeeees Net | .§ 
I RORRB CSI 8) TITIES] Ro Sipping endow 89 gs BELLS. 
IXXX_ 20x28...22 222222222! 37 60| Railroad. | Shouldered, assorted 1 to 4, ° cau. 
pees a = VepRpeReeee re 40 20|  piumbs Net! penis 22: geese reece pergro, 400) 43-inch Nickeled Rotary Bell, 
| Pen essacevensovessensoes et! Patent asst’d, 1 to 4.. 85 | Bronzed base...... per doz. $5 50 
COKE PLATES. | AMMUNITION. s Con. 
| Harness. 
Cokes, 180 Ibs...... 20x28 $17 40)Caps, Percussion—per 1,000. ee  Seeerrerre 0 1 05 + aiecsalaaenmamaammmanaaens _ 
ieleee = tenes Ic ne + za F. In , Waterproof, 1-10s.... 20&24%| Patent........ Oe... 1 00) poor — 
ZOSOS, 216 IDS... - «os 28 | RE aitsonesenssencseet 20&2$% | : ; 
Cokes, 270 Ibs. .....1X 20x28 2070) Musket.......2022222222. - aera | New Departure Automatic...$ 7 50 
J P Rotary. 
Shells, Loaded. | + €8- “ 3 -in. Old Copper Bell . 6 00 
BLUE ANNEALED SHEETS. Loaded with Black Powder. 20&24% | Shouldered.......... : 160) 3 -in. Old Copper Bell, fancy. 8 00 
Leaded with Senchetens Powder, | Patented........... : = 75| 3 -in. Nickeled Steel Bell. 6 00 ’ 
a per 100 Ibs. $5 17} | medium grades... ..... . 24% | 3-in. Nickeled Steel Bell.... 6 50 
No. aay © per 100 lbs. 5 22| Loaded with Smokeless Powder, 
ite. + TES Ys: per 100 tbe. 5 27 OS RA reece 20&2$% | Scratch. Hand. 
bole & checgiaeirae I bs. S$ 37] wiochester, No. IS, socket hand’ ld. per doz. 2 50 Hand Bells, j polished . . es 15% 
: 5 e Smokeless Repeater Grade. 20&2/32 3 ou-F vat, \ Re eeeees’ ae 
ONE PASS COLD ROLLED BLACK.| " Smokeless Leader Grade... 208&2)%|  yLista less ----+++ +g -35-40%| Sian. — eee: 
a aa a Black Powder............ 20& 24% ' atl - 223) Siver Chime ** Saessestenees 
No. 22-24. ....1. 2! “per 100 Ibs. 6 07/U- M. C. AXES. 
No. 26.2.0 20002000, per 100 Ibs. 6 12 Nitro Club..........++++. 20&24% | Boys’ Handled. = Rennes. 
i er i Cen Sn, cc euseéens see anean g . ‘ 7 
kere per 100 lbs. 6 SE ME kcccransccencnn 508215 Niagara...........+. i 12 Berm, tee. “ % “0 wn “100 
RRS: $3 00 375 550 7 25 
GALVANIZED. Gun Wads—per 1000. | Broad. BEVELS, TEE 
7" : Winche: 7-8 g ‘ i 
ena ceneweue per 109lbs. $6 82 inchester ay —_-. ge $2 = Plumbe, —” +seeeeeeesList/Stanley’s rosewood handle, new 
" o'r“ per 1001bs. 6 97 a i + apa 5 a 2 an. Pat........... $69 00 looms; Tee Nets 
Me, 29-38......:.+. per 1001bs, 7 12 :- Firen.en's (handled), sslendeeadh anecaat pebaemna —_ 
| ee per 100Ibs. 7 27 | Powder. Each | gaa Fa oe ee 
ae per 1001bs. 7 42] DuPont's Sporting, kegs. .... $11 25 | | BINDING CLOTH 
i @reccece per 100 lbs. 7 57 “ “ i nga 3 ee Zi d 
9 rR: cin & egs.... 3 10 Ce ee ee 55% 
pe 07] DuPont's Canisters, Lb. --+»  96| Single Bitted (without handles). ERR SR ert 40% 
“ «Pipi! 32 ee re re 
POLISHED SHEET STEEL. po Smokeless, drums.... 43 50 Warren Silver Steel. . on application . 
No. 24 7 0 mt kegs ers 74 00| Warren Blue Finished . ° 
< Serer re sper 100 Ibs. $7 82 “ “ Sma ‘* “5 75| Matchless Red Pole. .ccccces $11 50) 4, BITS. 
_ Ser per 100lbs. 7 87 “ “  canisters.. 1 00 598 
= ere. per 100lbs. 7 92 vs qenaiags Pattern. ... 20% 
Sie ssenasncseel “tite, 62° Oe ee pond Car wove eee. List plus 5% 
Lan Sra qr ees 11 25| Double Bitted (without handles). pune Sp eee cweceees 
Ecceseanee 
er Pee. _ . erertrererrerrer 5 90| Warren's Natl. Blue, 34 to 44 Russell ennings. . sadhdeeineill 15% 
SMOOTH SHEET STEEL. L. & R, Orange, Extra Sporting —_ SIN Prices on application BS teers s _o ee 3 34% 
Per 100 lbs. | L. & R. Orange, Extra Sporting ; The above prices on axes of 3 to 4 Ibs. we a Large - $56 00 x 3 
Wood's Smooth No. 20 $7 27 1 Ib. canisters... . 56 are the base prices. Irwin Car ""735% 
—a. L. & R. Orange, Extra Sporting Ford's Ship “Auger ‘pattern i” 
2 ye > ee 7 32 Sm epmenters....<..... 32 Car PList lus 5% 
Ne, 25-26... .... 7 37|L. & R. Orange, a Sparting ne See | ° °°: \obibeeeniereieeis " 
e a No.27......... 7 42| 5 ib, canisters eee 22 a wicket eaten’ ecccccccceccs 10% 
ai a ercules * and “Infa a BAGS, PAPER . 
eee 7 52 50 can drums....... eens . 43 50 a See 
Hercules “E. C.,” kegs......... 22 50] Pounds..... 10 16 20 25 |Countersink. 
Hercules “E. C.,”" 4-kegs 11 25) Per 1,000. 5 00 7 v 
PATEN : ae er 1,000... .$. 650 750 900} No. = Wheeler's . doz. $2 25 
bls. ae SHEET Hercules “Infallible,” 25 can | ties e 00 
8 eS REE er apes 22 00 merican Snailhead.. a 1 75 
Patent Planished Sheet Iron, Hercules “Infallible,” 10 can ss Fiat . ve i 40 
100 Ibs., base No. 28......$11 55 coy gg ell ae et DLA, SESS. Mahew's Flat....:. “ 1 60 
Hercules “‘E. C.,”" 4-kegs....... 5 72! Dey 20% Snail - 1 90 
Hercules “E.C.” and “Infallible” | Pelouze.......+++++ (akaninnener _— eee is 
BAR SOLDER. CE 1 00} Dowel 
pmctcer oy ype or per Ib. 39.50. meee SS. .30 Cal. Rifle, ian Russell Jennings.............-15% 
“yor ae 7h sters...... seteeeees 2: 
Plumbers’. s yon Hercules Lightning Rifle, BARS, CROW. 
; 2.90; re ate l 25) Pinch or Wedge Point, per cwt....$8 5C|Gimlet. 
Hercules Sharpshooter Rifle, 
SPELTER. canisters..............- 1 25) Standard Double ae $1 10—$1 60 
Hercules Unique Rifle, canist 1 50) . Dos. $1 10—~ 
DE  cntcecdcicdes x : ee rsink 
eee ‘| Hercules Bullseye Revolver, BASKETS. eet heen >> 
gueer smc PE bakenerntavene 1 00) Clothes. 
aii ‘linia | Small Willow........ per doz. 15 oc|*eemer- 
& 0 iis a TR SOG) iin Chee BAe... — tb.| Medium Willow... ... “ 17 0 Standard Square = --.Doz. 2 2 
ess than cask lots....... 13tc to 134c | Trenton, 81 to 150 lbs..... 9ic per Ib.) Large Willow........ “ 20 0 merican Octagon... ; 
COPPER. ASBESTOS. | Screw Driver. 
. '] 1 
Board and Paper, upto nen 17c per Ib, Goleeniod Stel, {bu. 1bu. 1} bu. No. 1 Common..... » 2 1 s 
1 


Copper sheet, base.............. a4 Thicker......18cperlb, Perdoz...... $11 50 $17 00 $22 O No. 26 Stanley..... ‘ 
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BLACKING, STOVE. (See Polish ° . 

BLADES, SAW. Welt. Picture Chains. Saw Filers. 

Butchers’. Oak, Wrought Iron > «Light Brass, 3 ft.....perdoz. $1 25 Wentworth’s, No. 1, $12.50; No. 2, 
Standard, 2 & Id-in.........-. Nets) TOP Fars. «+ ie Ring” $8 | Heavy Brass, 3ft.... % 175 $18.25, No.3, $16.25. 
Starsssreeseasccsessssassisy ** [Ogpper Burrs only. .. ..25% above list | 

sie ° inners’ Iron Burrs only......... 30% CLAWS, TACK. 

a rr ee) fe OS Pre . $0 95 
AttiaB.ccccccccce eececcccccee-S% r Forged steel. wood hic —— $? 73 
icaeeneese seecsentseuatl BUTTS, Safety Chain. Solid steel........... o 2 40 
Se a ee a Ee ae eer 5 Giant....... ° = 58 

Wood. Wrought Brass (New List).. bia % 

Disston 6 Wrought Steel, Bright............ 
Nos....++ trees 66 26 Wrought Steel, Japanned....Net 40% CLEANERS, 
Atki $800 $850 $8 00 a 
Te sien 2 14 «618 Sash Chain. (Morton's)| Iwan’s Adjustable............. 40% 
$385 $650 $475 CALIPERS. Steel, per 100 ft. Iwan’s Stationary ..........- 30% 
ies daccguninen SRE Wicdsccncvonncsvececnnccses $2 50} Pot. 
BLOCKS. Inside and Outside.............. ce iicdcasdeteibtsa anielnaaen aden aiid 3 lv Wire eceseeessoosors per doz. $0 75 

Be Cid CFR eee eecercesesasecnesesees Dnctnscccnendsivnnensnnnees 3 60| Side-Watk 
Wooden. ....ssseeeeeeeeePlus 10% Steel... .ccceess per doz., Net prices 

= — CLEAVERS 
Iron Strapped....... .++++Plus 10% |Losser’s Boot. ; : 

°| (Lufkin R. Co.'s), per M......$7 00| C*ampion Metal Family. 
Toe. ___ ER ae ere ee 5 40| Beatty’s,inch 7 x 10} 

Stove. BOARDS. Blunt ond, meGiom. 1 prong, - itniitntbebetueannenien een 5 60| Per doz..$2700 2900 33.00 36 00 
Wabash Crystal......... Net Prices) poor Pee so tbe | duit thdbehbndieiedialeus 775 
Wabash Orientai...._.. 7. “ p. | prong, per 100 Ihs.... 6 50 
Wabash Mosaic. wong is CLEVISES. 

abash Delft Ename ” ‘. Malleable ..........seeeeeees 10c Ib 
Wabash Art Inlay. . Milk. CANS. Champion Metal.-Extra Heavy 
Wash. Elgin. EV ent et en ene 9 50 CLIPPERS 
No. 760, Banner Globe, (single) peeecess 34°00 $51 ‘ $51 P sccm aalied $2 25&6 00 
es: per doz. $5 25 lowa Pattern. 
No. 652, Banner Globe, Neingle) 4 ee 5 8 10 | Cable Sash Chain CLIPS 
No. 801. Brass Ki is ria aha per doz. 2 Each ee hd $4 00 $5 15 $5 15 s r L 
o. 801, Brass King... 8 2 Steel List Net Plus 15% | Azle 65&5% 
No. 860,Single—Plain Pump 625), jj | Sessistesescescss : us 15% - | Ree ey ee ee A 
iamper. 
CAN OPENERS. . 70¢ 
a pues See Openers. 8 2 Recuvesenade a 38c 
Be IEEE ia i ia i icaicliaitil, i——M-pebesvesssevenenée ” 50c 
— ‘ CHALK, CARPENTERS’ —_— 
a eee r doz. $1 15 y 
a etapa per ¢ $ 90 vesaten GUN. SS era ee per gro. $1 50 - CLOTH 
No. Pins Pestana 3 85|See Ammunition. See 1 50| Emery 
No. _ soc, SS é 4 White. nn nnans DAS] Star ov eeeeneeeeenee New Prices 
nic plat’ ” 40 CARPE 1 00 0 Reccccccccccccece 
No. 5, brass......... . 5 25 PET STRETCHERS. ae e 25¢ | Hardware Wire— Prices on 
See Stretchers. ne Full rolls (100 ft.) application 
BOLTS +} Mesh, galvanized.... 
» 1 = is or = 
CARRIERS. 6 - . 

Carriage, Machine, etc Hay. | CHARCOAL a. * « aan oe 

Carriage, jx6 and sizes smaller. pment. 5 Regular. . . each, Nets : Screen Wire. Prices on application. 
Pee A iamond, Sling....... a er Sikes seaknonkis per bag $1.70! 12 mesh, painted, per 100sq. ft... .... 

Carriage, sizesl i] 

tts agian sarees, 2 CARTRIDGES. an Soe COLLARS, STOVE PIPE. 
achine, {x4 and si li i , 
and shorter =~ — — 4081 0% |See Ammunition. eres. celine eeicralih ae Osan Net list 

Machine, sizes larger and long- eee ee ee ee eee eee eee) ' Lacquered. 

me oS eeBrepgibey: 25&5% F Inches 5 6 7 

ee CHIMNEY TOPS, | iperdee.si".. 806 886 $118 

Mortise, Door CASTERS. Iwan’s Volcano........ oseseeee 40% 
ne ame 5 
Gem, bronze plated........... 32 Standard—Ball Bearing....... 50&10% CHISELS. COMPASSES. 

Barrel. Box. ; 

Deb itinaednaha mabenkauiee 55% , 
Cast.. pciitttttsssees Pe --Nets Inches. eer ag ss 2. 14. Carpenters’. ....se-sseeeees +o0015% 
ught. . “ oun IG namin 
aL... ee fia, ow oe... 725 825 

Flush. Ee eee 15%! Cold. COPPER—See Metals. 
Ee seseeeese * | Jfonand porcelain wheels, new Good quality, in. and , 

Spring. "eRe ee 0s] tenuis... ..-0<2.-- perlb. 28 COPPERS—Soldering. 
ee ecccccecee Philadelphia Plate, new list. . . .50% | Gmater cise, pat G08........-+. _ 3 Ib. and heavier......... per lb, 55c 
Wrought, heavy........ maa a sitindiedsda teria dtineaiasbioad 40% Socket, Firmer. Ra yids sankhaeaeees ve 56c 

Square. Ohio. . Price on Application |2 Ib.......c.scccccesess a 57c 
WN ickccuncacws cocceccese & Socket, Framing. is i Sa eat cam, ae él 

ere Price on Applieation |" “*******"""**""*""* = * 
CATCHERS, GRASS. Tanged, Firmer.—Barton's. | 
Angular BORERS. No. 1608 4 $12 23 With handles............+. Net list | ame 
. No. ES oc a cwccscens 1 le 
Sill borers, Ne : SI... - per doz. $23 OO|/No.165S, “es ee eee eee J 7 a See | Picture. 
ts, No. wa 34 00 i i 
32. oo oo oe} | | FR Peis cossccccncuas 70&10% 
a * | | CHUCKS, DRILL. | Sash. 
OZ. 
| Goodell’s, for Goodell’s Screw | Sampson Spot. No. 7.per doz. $21.25 
Enterprise Mfg. Co." s = ar “10% | CEMENT, FURNACE i ae List less 35-40% | Revenoc No.7 Feucéen per doz. $14.40 
| mae F . |Yankee, for Yankee Screw 
American Seal, 51b. cans, net $0 45’ DriVGEB. cc cccccccsccccese 6 

iene BOXES. ‘ * 101b. cans, ** 90 CORKSCREWS. 

MM ssseiarsins 2 - ** 25lb.cans, * 1 87 7 , 
Per doz... ... $18 00 23 “00 29' 00 Pecora, Sb. cans........ nis 45 — Williams n’s Regular.......... 3 erat A 

Mi hie a ‘aa Anti- Bent Wood, | A Senso © —aee MP ccccsece é 
, } SOT. CORB escce 90 Gal 5 7 0 Williamson's Forged Worm....... 40% 
Goodell-Pratt ......... 35-40%! “ 25 1b. cans.. * 4.87) Ge 

ce cece + CANS..++e+ee Each $390 460 485 
Stanley’s............ce0e Net Prices Belle, Barrel ad a tannin eae sae 65&74% 
Common Dash, COTTERS, SPRING, 
BRACES. Di. cukacataeawes 5 7 : 
| All sizes (new list) ......cccceces 
Fray's Genuine Spofford’s. .20&10% CHAIN AND CHAINS. Per doz.....++++++ 17 €o 29.69) om env — 
a Ses weet cxdused $7 50 
No. eeikwntakandksns 8 00 Breast Chains. CLAMPS 
B Doubleslack...... doz. pairs, $8 50 Adjustable. COUPLINGS, HOSE. 
Hite RACKETS. With Covert Snaps ” S$ 80) Martin’s. ..ccccccccccccccccecs eT OR in ik eneawnede perdoz. $2 25 
- e, With Slide....... . 5 00 
souclmann’s No. 1, per doz. Without Slide... 4 60, Carpenters’. | 
Wenzelmann’ 'S'No. 3 ine 4. 508 00 Seoel BaF. « occcccsccssecvccece 10% : . wee - : 
Laeeltnd bce ndelcade 19 20 Cable Coil Chains gov ERS, WAGON —See Tents. 
Shelf. Inch * . oT . ’ 
| ich... i 1 A CRADLES, GRAIN, 
Wrought Steel ene" es ae ‘ Fe s, brass, 2-in., per; doz. . 48c | 
_ MM oo cccccccesoess 40% «Per 100 Mhs. 773 750 750 Double, brass, }-in., + 120 Morgan's Grapevine . .per doz. $45 00 
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CRAYONS—See Chalk. ELBOWS—Conductor Pipe. Wood Pails. HANGERS. 
CROW , Frazer's, 15tb.$1.00; 25 th. $1.50 each ; 
ROWBARS. Galvanized Steel, Tin and Terne, eget : . a " pore Bow. ‘ 
. Hub Lightning, 15 Ib. 90c; 25 Ih] U.S. Rolled B 128 
Pinch or Wedge Point per lb. 8c) Round Corrugated. ? ar aig ect csitsiaahdaaine tes 
ee eee eee 7 | Size Doz $1.21 each. 7 rer 123% 
i CUTTERS ee een $ 3 60/Tin Cans. Warehouse Tandem, No. 44.. -333% 

"Shands |3-inch (eetisereeeseenekee wes 4 32)|Frazer's Conductor P. 

Be ean ean oat O\d4-inch.........0.00--+eeeeee+ 7 20) 1th. per doz...........+++--$1 75] Iwan’s Perfection.............50% 

Meat. PE ct ctingacaeanecacnetne dines Cr errr 3 25 

Enterprise—Nos. I i aa ee a cation hee 18 00 Eave Trough. 

. 
Each we so 4 25 $3 75 Subject to 60% discount. 2% SESS Pere Net list 
oo N 6 50 : ~~ H GRINDSTONES. Wire Coe cecesesceseces List plus 5% 
le-40 EMERY, TURKISH. Femily. Garage Door. 

Senators’. No. _ oP ue = $-Ib Inches... 7 8 10 12 Se ee ree 50& 10% 
Sy - ah an a +8 : . - a5 oe a es ee pkgs. 4 kegs. kegs. Per doz..20 50 21 75 26 25 30 50 Sliding OR gs eo .50% 
Slaw a raut, de Pre 15c Bc =7he “edi sQe 

4-knife Kraut..........$20 00-55 00 nal ; He | Loose. ' Receding © siete tata hasta tec itets 50% 

3-knife Kraut, 8x27 in.. 13 00-18 00 ge Price on application |Parlor Door. 

l-knife Slaw.......... 2 50 EYES. Mounted See per set, $3 75 

2-knife Slaw.......... 3 00 ; P 4 Ives’ Improved ™ 3 40 
Washer.... En epee 11 00| Bright Wire Screw—See Ooods, B. W.| Ball Bearing oe ? 3 Oe ORR. oo 0+ : 

Drifting Pick.......... 60, 108&5% | Each.........-. $025 $60 $25] “anes Manded..... . 2” 

D AMPERS, STOV E PIPE Lane’s New Model. ee 3 10 
Hooks and Eyes— Le Roy Noiseless.......... 40& 10% 

ideal Brass, 14’ No. 60..per gross, $3 50 : ce 

— $1 nigel we GUN WADS a 5 riche winded win ogee 

4" a Iron 50.. 1 60 ; rae SG isaac nia ecko cn dw -40&10% 

a met (See Ammunition). 

OP. eeceseeeeceseeepens 125! PASTENERS, STORM SASH. wASrS. 

a ai: | Shroeder’s eRe anh dun 02 08 GUNS. ere on vee Add 50% to list. 

| eee . 6 00|Sensible.......... Ye 3 00! Tver Johnson Champion Single ith Staples—See Staples. 
DIES AND STOCKS. : , Barrel Shot Guns......) Jet Prices HATCHETS. 
FILES AND RASPS. Double Barrel, Hammerless. iad RE nee eee ae . 50% 
MAAN 5 eins antetae ens .. New List | Delta Cast Claw.. -per doz. $1 SO@1 85 
— 4 EE ee eee Cast Shingling... - 1 SO@1 85 
Post Hole. DIGGERS. ee List plus 25% HAFTS, AWL. Germentown.............. 71% 
ost H Uitilit ° t Brad wy 
a ere * net. ° 
Eureka  - \ itt a eee . 3 HAY KNIVES. 
Iwan’s Split Handle ‘(Bureka) Nicholson’s— Coumen per Ges. 09 36 See Knives. 
4-ft. Handle..... per doz.. 1400) American............++++-5O&24% Peg. 
im ~ | 20 00 910 Patent, plaintop.....  “* 80 HAY RACK BRACKETS 
Twan’s Oa “ 16 00 re ede cate tel 50&23% 
pe ‘ } n 40 . Patent, leather top... “ 90 |Wenzleman's No.1! do sts, $18 ¢ 

Iwan's Hercules pattern 16 15| Black Diamond............ 40% 9.1 per doz. sets, 0 

See also Augers—Post Hole. Daag icadew en wanakel 50&2} % | Sewing. Wenzleman’s No.2“ - 22 
I Tain bee ho aces -25% | Great Western.............50&2}%| Common........... . = 24 HINGES. 

Kearney & Foot...........50&23%| Patent.............. = 55 | Blind. 
DOOR CHECKS—See Checks. McClellan........ 0.20... -50&24% Clark's Gravity 
PD cencctsowikseces 40% NO. Does eee sere per doz. sets, $2 25 
DOORS, SCREEN. . J. Barton Smith... .. .508&24% HAMMERS, HANDLED. ecsacscan oe 6 $95 
Bam . gone punted seeees Net Prices} X-F Swiss Pattern... .List plus 10% per doz., nec’ |Gate. 
if = 3- Sana eet pine, : : Blacksmiths, Hand, No. 0, 56 oz.$11 11} Clark’s......... i 2 3 
ER rr - ~ on SCCREOE LACE TEE RTH ES om Engineers’, No. 1, 260z........ 11 11 Hgs & Ltch, doz. $5 50 79 975 
. ISStON'S... 6. ee eee eee ees + -SO&2$%| Farriers’, Noe 6, 7 02. 7 23| Hinges only “ 475 550 800 
DOOR HANGERS-—See Hangers. RSet 60&10%| Machinists’, No. 1,7 0z....... 6 65 Latches only. 190 190 
DRILLS. FORKS | Nail. | Screen Door. 

_ ca : : Barley. \Vanadium, No. 41}, 16 oz., Cast Iron......++....gross $10 00 
Blacksmiths’ Twist. (New List)... .40% Steel, new list..........New Prices | ER ixccanahg inks hae eee es | en eneews = 7 00 
Breast. Hay. V. & B.,No. 114, 16 0z. per doz. 10 00 | 

Millers Falls No. 12. . ..Bach, $46 00 “eg Er er ee nr New prices | Garden City, No. 101}, 16 = 

“ae. 26 0) 3° ves eeeeeeeeeeees New prices eg eer ere 900; & ‘olumbi: ” DEL Act 1 aan 

| Be kee e ewww ee . New prices |Tinner’s Riveting, No. 1, 8 02z., | mn ‘ ae ~ — a e 

pay Ss a vicwawes . New prices | Ae ; 8 00 | Ideal i Detachable... per gro. $11 60 
0 SEES SRS Ma Es J i ~ . 7 | _ __ erase oon ae 

Goodell’s Automatic. wend New prices | Shoe, Steel, No. 1,13 0z. perdoz. 6 88 | New _ ceed nem’ per g-0 $7 0 

Nos. 01 03 | Header. | Tack ere er reer) 4 

Per doz. 12 00 14 40 3-tine Se ee New prices an Riss . 

Goodell’s Single Gear, per doz. 15 75 | + trtseececescecees New prices) © Per ‘one $5 63 wow ag 

Geodell-Pratt No. 4) aoe doz. Wie onion eecsmesasa ne iy _— sibeaseenessscewtss PY, 

i. in ne 5-40! oa 7 . ight Strap Hinges............ 1 To 
0 | PRs cecuvweseeaweees New prices Heavy Strap eee. « See 8 —, 
Goodell- Pratt No. 279 per doz. HAMMER wy Light T Hinges.. ~...-1S85% 
list, less. . . 35-40% | FREEZERS—ICE CREAM. AMMERS, HEAVY | Heavy T Hinges. . eee | 
Reciprocating. White Mountain I-quart....@ Heavy Hammers and Sledees. Extra Heavy Hinges. ee | 
Goodell’s..... per doz. 26 00| ; ei 2S ..:-@ g§ Under 5 lbs , .. 50% 
| we * 4° i'"@ : & Screw Hook and Strap. 
a ee 6 oe t 3 5 Ibs. and over.<....... 50&10% Sette... per 100 ths. $7 75 
DRIVERS, SCREW. Peapesserssine 4, oe a | 14to20in...... i “7 50 
Clee ee en re 4° '@ @?e? Single and Double Face. . . 50% ee “ “ * 25 
Standard.. aameeatials i A ee 6 * ...:@ 

Lock Ferrule. Or OP ee rere = HANDLES. | Screw Hook and Eye. 

I sodas a cacakunkawnwee “ GAUGES Auger. ok 2. eee perdoz. pair $2 60 

Champion Pattern............ ** |Cream Pail Common Assorted... .per doz. $0 75; #im....-.+++0+ 7 9 3 50 

Clark's Interchangeable... ..... . « | Delsmount.......2. per doz. $3 75| Pratt's Adjustable, Nos. 1 & 2, | Bim... ccccceee es : 5 00 

SE ne eee «« |Marking, Morlise, etc............ Le 6 00 | 

Reed's Lightning.............. ee a 8 ee eer Nets| Ives’ Adjustable... .. per set 1 35 

Goodell’s Spiral...............  |Wire. Se cans wana awa 30% | HOES. 

Vamos Ratchet... ......escc00 °™ PINs + <csdswanscesndneue 25% | Gard Net 

“ ; se ; Di ivenenen eiihinneiehaomaree e 
Sa GIMLETS god " 7 , Pee 
ickory, Tanged, Firmer, Assorted, u 
EAVES. TROUGH. [Discount TETETETITT TTT TT TT 35@40% 55c; Large, 85c per doz. ee lain lic tial trea New prices 
GLUE. Hickory, Socket Firmer, Assorted, Hazel.......... per doz. New prices 
60% off Standard List. Bulk. 70c; Large size, 80c per doz. Ladies’ and Boys’.......New prices 
Fics sc cucnnnines ii, BID, cinnsencxecnncs vesnes 40%| Mortar................New prices 
ELBOWS—Stove Pipe. ag. = Sere * 4c | Drifting Pick. ...........000205. 40% | Planter’s Eye..........- New prices 
: er “ 32c | File, assorted, 30c; Large, 35c per doz.| Weed......... eeceees ++ New prices 
1-piece Corrugated, Uniform. Liquid 
S-inch Doz. | Army & Navy.........ses00: .40% Sonne. HOLLOW WARE—See Ware. 
Re ereerneeronrnnunotiny $1 40 LePage't— Adze Eye...... per doz. 40 to$1 00 
inch P dss VORTESERODEDCRKOS ESS 1 50 List “A” 374% Blacksmiths’...  “* 45c@1 00 HOOKS. 
PC Mitatantae cence mawean 1 90 ON Seale igh arate aro 4% Machinists’ _ = 50c@1 00 
a, gg ere 334% manger sh - . on Awning. No. 60.......pergro. 59% 
one aya GRMIE POVR. wc cccccess ys by/ 
Uniform, Color Adjustable EEE ceendececrewsecevces 25 % y © Belt. 

: Doz. GREASE, AXLE. Screw Driver. Brown’s. .....cscscccsess+ 70&5 % 
S-inch........ pecesndeeneusead $1 35| Wood Boxes. a “ ee FOE ac cc cccecees oo cng eee O5ES7 
Grinch. ....--. eee esse eee rene 145| Fraser’s.......... pergro. $13 00] Large..........0.0. = 90] Bench 
eee pinned seston seeee 180 © Sub Light 7 “% 1 

ub Lightning..... ween ° 50 Shovel and Spade.......-.-.+++ --25% See Stops, Bench. 
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| LINING, STOVE. 




















St , 
— 5 7 0 12 ee . 2 NAIL PULLERS, 
Per doz. $250 275 325 385 an oe eecececeess $v 60 81 00 [Bricks uichededeuuaeaied per crate, 42¢ | See Pullers. 
ih csi tinnbeedeugcenawea ea 40% NAIL SETS 
Bush. Suiisccaccccccccesuscescaccc omen” . Ss . . S. 
Common Axe Handle, per doz.$22 00 ad | MACHINES. See Sets. 
ite KETTLES Boring. Without Phan NETTING, POULTRY 
" ugers ugers , 
Inch... t&ie i ts : tee Se rete re Tie eerie i ‘oan’ Angular... .per doz. $3 00 4°40 | Galvanized before weaving, . . .40&10% 
Pr 100 $7 60-8 10 9 75 11 50 12 60}, bey beasemeseneneesese = og 3 Upright...  “ 2 60 4 00 | Galvanized after weaving. . +. 40% 
: i chsaverdinsacuqaaaven 40&10% | L. iveti 
Clothes Line. - eather Riveting. 

Sesenttel.<<<.2.: per doz.48¢ @1 40 RE cis ni<eahbackaunKasasonn 50% Chicago, Pomerey.. per: doz. $9 00 | End Cutting. NIPPERS. 
Galvanized....... *  75e@2 50 | KNIVES. Eee 2 .00/ Stubb's Pattern, Inches.’ 5 6 
diamant | Beet Topping. pene setae eee eee = SOO] Par Gene... ccccccccese $465 675 

= 73 ys | Clyde,9-in. Scimiter Blade, dz. $3 4 SOD SENG: fos 000 os - 3 00) F ji i 
Common Wire....per gro. 1 25-1 65 , C alifornia en " i Pony, Pomeroy...... o 7 e ne ng tea 

Come. Butcher. x Per Hang | wedish Side. Inches... 5 6 
Iwan’s Tinned Sickle.......... 10% | Hongies, ay-.-.- Repen he 58 4 MAIL BOXES. | Perdozen............. $450 575 
Care Beechwood handles, 9” blade. 2 50 |See Boxes. | Hoof. 
. 10” 5 25 ITcller’ 
Common, riveted, painted lc ge a per re 15% ak cdatedea aaa ‘es 
°TRgapgappestionnss per doz. Nets) _ | MALLETS. a a alata SS&S% 
Little Giant ......6s. a “ orn. Carpenters’. . 
RN 6. fespraie mid r do 1 75 i ‘ NOZZLES. 
Gate. | ne oa PETES SE - " * 75 Pihee Send, _ rae aa — a | Tose. 
Coote, Belch Wise. es ecikao' - 36 : 5O/  Magic....... ? 
Sco Goods, Bright Wire | Woodford... .222/.2! “ 225 “4 No.4 “ 28 $0| Diamond... yee 
Grass. a | Round Hickory..... * $3 00-- 5 00 oe tke Tee ee $75 
Common Nos. | 3 5 7 : “  Lignumvite.. “ 6 25-10 50 ‘ 
s ° ae N ’ r 2Ss 
Per doz...$450 350 375 325| Signdard........ eamrahcnnteds 13% Square Hickory... .. - ee a, 
ica Barton's Carpenters’.......... 18% “  Lignumvite.. ** 8 00-12 00 ag er tb 
’ «-UO OM per Se 
With a sats per doz. 1 1¢| Hay. Tinners’. Hexagon Tapped. 
With screw.......... 1 00 ison’ Solid Socket...... doz.$13 00 ere = 2 25| 85c off per 100 tbs. 
Lambrequin, ot Drapery. per gro...30c| Jwan's, Sickie Bdge. || ** 13 $0 
Picture. .............-50%@50E:10%| Iwan's, Impv'd Serrated. “* 15 75 MATS. OILERS 
Potato and Manure..............Nets Door. ; ; Chase Pattern. 
Screw. Hedge. National Rigid......... 50&10&5%| Brassand Copper.......... 25-10% 
la ee ae ae 70%| Challenge........... per doz. $6 00 Acme Steel Flexible.......... 50%| Zinc..... isuaredaseenaaw maa’ 35% 
(See Goods, Bright Wire.) ia caencadens 375 aii Engineers 
Saat SOME. cc cccessececes per tb. Sic Mincing. SS eee per gro Nets Be tree ewees per doz. $7 00@ 9 00 
. Common, Single. .... - ON WG Lscssccavascxe ” sl gag ~ res 
HOSE, GARDEN. — Common, Double. i = ; 90] Se. 1 Achestes Teastem, or D CM iinicecexcsac per doz. $0 85 
per ft. Streeter, 6-blade. . . se wa 2 00 wire-covered Stove Mats, : 
Velvet, 3 ply-3” guar. press. I4c with handle....... perdoz. 1 10| — OPENERS. 
Eclipse « “ “ I74¢| Putty. No. 2 Asbestos Toasters, with See Box Chisels 
Diamond ‘a ' - 2lc} Common...... per doz. $0 75@1 50) CBs ccccvcveses per doz .. 60'¢ 
| beeewss..;.. ™ 1 75@2 50) , ae r doz. $1 30 
COTTON COV. RUBBER HOSE. |. | : eens —* laa ae 
Hish Grade Apache 1” guar. press. i: "ance tial 00@ 1 al MATTOCKS. Crate rsevensees 
| eec Trrrry, a | a: 
400 Ths... 1. eee eee eee eee eees 40c; Lander's............- 5 50@6 $0|Plumbs.............00.0200066-25%| Ve & Berssesseerees * 7 25-11 00 
is HUSKERS. lati KNOBS MAULS. | OUTFITS, COBBLING 
a | ti Iron, lbs... 10 13 16 18 i i 
endo hn eek ree B E Mineral....... .per doz. $2 10 , : Combination. ......... per doz.$16 00 
nd doz. eer .New Nets Porcelain. . . ren vA 2 20 weet _ er en be Apress HCONOMY . «es eeeeeeees 5 8 50 
“Sean per Gas. HOW NG Fi. ccssccsvcsvccns 2 20 Per doz.. Priees on Application | Kamily..... OES “ 14 50 
LADDERS. Wood Chop pers’. 
IRON, PIG. common Lone. Lake Super’r & Oregon Pat. 40&5% | PAILS 
7 | Cream 
See Metals.— First o "3 gg Perr rere ere Terre 17c@23c ° 
Me First colum pede MEASURES. om , without gauge,per doz. » = 
Sicicnssbeekeusceies 28 | Galvanized, doz................Nets > e oe i 
IRONS. Race ° Os Japanned, doz......... us Nets 20-qt.. . 11 75 
Curling. Cc S 
‘ ee ap. 
SEE Cee ae per doz. $4 40| Common, with Shelf, add 10c. MILLS, COFFEE. 10-gt., IC Tin....... per doz. $4 00 
RE a ae = I se a ol 34c |Enterprise.......... .... 164% | US oeeeees * 5 50 
Dad states yc ewe oo 58| Challenge, 6 to9 ft.............55e | Parker. ' "s0as4 
ee ; a fF Boo) Seeererrr rrr rere Si c6ccanweatesan 40-10% | Stock. 
Thelma ” 1 25 ‘ ° 
ae nrensonts re 25 ‘ . Galv’'d. qts. 16 18 20 
Ee ne 1 00/ LANTERNS. MITRE BOXES. Per doz. . .$9 Ys 1075 1275 1450 
|\Bull’s Eye Police. See B : lw 
Plane. 3-in. Flash Light...per .'oz. $13 00 [°° “O*°* — aed, ats... 10124, 
Ww ; . ; yalvanized, qts. . 
ood Bench....... Add 10% to list LEADERS, CATTLE. MOPS, Per doz......... $5 75 650 72 
Sed. EAR LOE wimp” 52 |Cotton. Star (Cut Ends). | oy 
aaa 135 1 45 o' 2’ 4 id ’, | cay 
Charcoal. ....per doz. $11 00! oan ; . — $4 50 "3, 67 * oo Cable, 2-Hoop........ per. doz. Nets 
Common, polished, per 100 ths. 7 75| LEATHER, LACE. Cable, 3-Hoop. ....... Nets 
R.. Asbestos. . $1 SO neticys 50% Cedar 3-Hoop,brass.. “ Nets 
* rs O§ eg (CMs see ee cree ners ee eecee ered y . 
Common, nickel plated Sdn aid : 8°25 — . erm CANS, PANS. 
Mrs. Pott’s, . Quality....... per sq. ft. $0 45 |Gladiator—B. B. : 

No. 50 1. Enterprise, per set, Nets| . ieee 16 18 29 | Dripping.......++0+++ cccccccccce Net 

No. 55 LEATHERS, PUMP. Each. $650 725 8 00 | 

No. 50 - “ ** lValve and Plunger.............- RE ie alan . | Fry. 

No. 55 rT vn va va ‘© | King Universal—B. B. | i. 8 cosceeenes oscecse 
Tailors’ Sad.... per tt LIFTERS. SS See SS 25 5 7S 6 GO) ACMB.cccccece Lambneaebiannie = 
Tailors’ Goose......... ” Stove Cover. Inches 14 16 18 : 

Ideal. Coppered. per gro. $3 25@5 50 | Big Giant $3 50 390 4 25| Roasting. 
“RESP ee 8 Ol Paxton, 
6 tb. Household. ., a piegaieaed $3 50} Alaska.......... , 10 0 NAILS. oo : & 
». Dressmakers’... .. a 0 re, ee ae eee oC eee rT Tee eee 
14. Tales’ Goes. 5 om : _ os | ; : Prices on Applic ation Bor dos. eld 2c5aneneka aewee Nets 
Tuyere. LINES a re m : ‘ane Savory No. 200..... per doz. $8 40 
Single Duck Nest. -per doz. $5 25|Chalk. ——— Wire. . 
—— Duck Nest. ‘ 6 25 Twisted in 20-ft ha iin Small Lots. . . . Prices on Application a PAPER 
Ce eccevccceccess eac 60) i Nos. ~ p. 9 |Cement Coated. = 
SSE lees on Applicatior “Pe “—_ a Schnee kim r100lbs. A+ 
JACKS Twisted in $0-[t. balls. Small Lots. . . . Prices on Application; Toned °° ' °°" pe gi 
ae, cane ; PS 2 a ; 4 | Horseshoe, — Pelt..... = i. 5 
: Per doz....... Prices on Application ed Rosin, 20-lb......perroll 72c 
NE ratevdcacoetaciail 30&10%| Braided i in 20-ft. = s. . ‘ — oe Hace we! _s = 25- > cwiie . $ ‘ 
‘ TR oi ; ~~ 6 ale paaliallateaicladaalinttaarass e osin, 30-lb....... = 1 08 
Wagon. Per doz....... Prices on Application Smeal ~ mie eng orekas et] 
Richard’s No. 1..... per doz. is 50| Mason’s...... as - "7 ra aaeanagh gg ss 30859, Sand and Emery. 
. RRS MRE R aay 20 00 | Clothes. , : ” No. |, per ream, best grade. $6 00 

: 60 ft. Jute...... .per doz. $0 95 Picture. No. 1, perream, cheaper grade. 540 

Oliver : 
° oe .- 2 eee . 25% 
RS ecie atate 00 $0-4t. Cotton........ - ERS A Eat 50a 5! wor 
Each...... covccee “Ts0" 60 $080 50-ft. Braided Cotton “ errr List plus 159 %, Re os pao 100 Ibs. Nets 
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PARERS 
A De 
ies Tinners’. 
x00dell’s.. 
ohne da per doz. $10 8 Hollow eas a PUN 
Whi ~ adenine - . alee uaa erteit Jet li |\Conducto UNCHES, 
ite Mountain “ OS ea cecal ahalaa alte bh. ist “ TS. ‘ies SAWS 
Readi = ate - ae each, 10c o. 22.. nd. . 
eading, No.78....  ** = PLUMBS AND i ancecnnnnceut’ per doz. $3 E. C. Atkins & Co. P 
" é bd Oe per tb. < 0. Pri 
Potato. | Common LEVELS. eo 25 | ane. , ces on applic’n 
eeecececcese 3 sston’s 
Goodsell's S. en en tee Nets! Common...... per d Jackson's toe sats ta 
Goodsell’s “see 104 in., dz. 6 so | DAME Diets... «csxnnncncsnceees 40% oe. 8 Rt ete ili hpaasaiial . New nets 
a, 5 in.,dz. 5 5 Davis’ Inclinometer eee PUTTY. E. Atkins — $ 
Se at eats ee 15%| Strictly ae Ss. 0. Prices on ap 
, - yI : plic’ 
PICKS POKERS, STOVE | yure.....per 100 tbs. $4.25) “BNC” .. New nets 
Wr't Steel, str’ F . Atki 
—— a nth strt or bent per doz. $0 7 | arn Deer RAIL. Disston' s. ins & Co. Prices on applic’ 
PI ting and Poll Picks......... 2247 | ated, coilhanl’s “ I 75! Matchless, 1-i Simnond ats New nets 
a pete | i of HS tase A iscegeeee 
ERR: y, | Burnesl . IE geeteeecaecae 2 Se) Omre a 
iid ie tell tics c nine. | ng.... cocese SC] E. 
tee eeeees 224% : ste eeeeeees . Atk 
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ADVERTISERS’ INDEX 


ALPHABETICAL LIST 


Allen & Co., Inc., L. Bo. ececeveces 
American Sheet & Tin Plate Co...... 
American Steel & Wire Co.......++- 
Alt Stove CO... .. cece eee ceeccccce 
Ashton Mig. Co... 1... .eeseeeeeree 
Atkins & Co., E.C.....eeecccccees 


Bridges, A. J... .cccccccccerccscece 
Bullard & Gormley Co.........+++++ 
Burgess Soldering Furnace Co....... 
Burton Co., W.J...... eee eeeeeeee 
Clark-Smith Hardware Co........-- 
Clayton & Lambert Mfg.Co......-- 
Cleveland Castings Pattern Co...... 
Cope-@wift Co, Inc........-+.-e++ 
Cortright Metal Roofing Co........ 
Datiey, Harry S........6.-+eeeeee- 
Dearborn Steel and Iron Co......... 
Delta File Works........----+e5e085 
Dreis & Krump Mfg.Co........--+- 
Forest City Fdy. & Mfg. Co......... 
Friedley-Voshardt Co...........+++ 
Globe Stove & Range Co........... 
Harrington & King Perforating Co... 
Hart & Cooley Co......csccccceess 


Haynes-Langenberg Mfg.Co........ 
GlebleP Bros. OO... occ cccccccecccces 
CRemEP BOG. ncccccccccccsccccccces 
Henry-Miller Foundry Co.......... 
Hesa-Snyder Co.........-.-..eeeee 
Hussey & Co., C. Gis... . ce ceccees 
SD he hesandéesenesoas 
a 
Johnson's Arms & Cycle Works, Iver.. 
PO SR bcc eceectstweeees 
MA UE ae her esceseeesenes 
Mahoning Foundry Co............. 
NU I Occicnccencasscns 
PT TTT ee 
Michigan Safety Furnace Pipe Co... . 
Milwaukee Corrugating Co......... 
Monroe Fdy. & Furnace Co......... 


National School of Pattern Drafting. . 
Niagara Machine & Tool Works..... 
Nickel Plate Stove Polish Co........ 
POO nd weredsdecsincseacnesas 
Peerless Foundry Co............... 
Quinoy Pattern Co................ 
ee 


Stover Mig. &EngineC- ......... 
Dullivan-Geiger Co........... awa 


Vaughan & Bushnell Mfg. Co....... 
Vedder Pattern Works... . 





CLASSIFIED INDEX 


Accessories—Automobile. 


Rock Island Mfg. Co., 
Rock Island, Il. 
Bale Ties. 
American Steel & Wire Co., 
Chicago, Ill. 
Bicycles. 
Johnson’s Arms & Cycle Works, 
Iver, Fitchburg, Mass. 
Brakes—Cornice. 
Rertsch & Co. 


Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, IIl. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Brass and Cropper. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Ceiling—Metal. 
Burton Co., W. J., Detroit, 
Friedley-Voshardt Co., 
Chicago, 
Milwaukee Corrugating Co., 
Milwaukee, 
Whitaker-Glessner Co., 
Wheeling, W. Va. 


Mich. 
Til. 


Wis. 


Chisels, 
Vaughan & Bushnell Mfg. Co., 
Chicago, IIll.! 
Cleaners—Hand. 
Nickel Plate Stove Polish Co., 
Chicago, Ill. 
Clips—Damper. 
Stover Mfg. & Engine Co., 
Freeport, Ill. 


Coppers—Soldering Gaa. 
Allen Co., Inc., L. B., Chicago, Ill. 


Cornices. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Til. 


Cut-Offe—Rain Water. 


Sullivan-Geiger Co., 


Indianapolis, Ind. 


Dampers. 


Stover Mfg. & Engine Co., 
Freeport, Il. 


Elevators. 


Kimball Bros. Co., 
Council Bluffs, Iowa. 


Enamel—lIron. 


Nickel Plate Stove Polish Co., 
Chicago, 


Ill. 





Fence Gates. 


American Steel & Wire Co., 


Chicago, Ill. 


Files. 
Delta File Wks., Philadelphia, Pa 


Heller Bros. Co., Newark, N. J 
Filter—Cistern, 
Bridges : Be Sedford, lowa 


Flux—Aluminum. 


Roesch, Geo. E., Aurora, Ill. 


Flux—Soldering. 
Allen Co., Inc., L. B., Chicago, 


Furnaces—Soldering. 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, New Jersey. 
Burgess Soldering Furnace Co., 


Columbus, Ohio. 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Ringen Stove Co., St. Louis, Mo 


Hammers, 


Atkins & Co., E. C., 
Indianapolis, Ind. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill 
Handles—Boiler. 


Berger Bros. Co., 
‘ Philadelphia, Pa. 


Heaters—School Room. 
Globe Stove & Range Co., 
Kokomo, Ind. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Meyer Furnace Co., Peoria, Il. 


Monroe Fdry. & Furnace Co., 
, Monroe, Mich. 


Peerless Foundry Co., 
Indianapolis, Ind. 


Standard Furnace & Supply Co., 
Omaha, Neb 


Standard Heating Co., 


Chicago, Ill. 


Heaters—Warm Air. 
Art Detroit-Chicago 


Forest City Fdy. & Mfg. Co., 
Cleveland, Ohio. 


Globe Stove & Range Co., 


Stove Co,, 


Kokomo, Ind. 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Henry-Miller Foundry Co., 
Cleveland, Ohio. 


Hess-Snyder Co., Massillon, Ohio. 


Mahoning Foundry Co., 
Youngstown, Ohio. 


Meyer Furnace Co., Peoria, Il. 


Monroe Fdy. & Furnace Co., 
Monroe, 


Peerless Foundry Co., 
Indianapolis, Ind. 


Schill Bros. Co., Crestline, Ohio. 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Standard Furnace & Supply Co., 


Mich. 


Omaha, Neb. 
Standard Heating Co., 
Chicago, Ill. 


Thatcher Furnace Co., 
Chicago—New York. 


Tubular Heating & Ventilating 
Co., Philadelphia, Pa. 


XXth Century Heating & Venti- 
lating Co., Akron, Ohio. 


Utica Heater Co., 
Chicago-New York 


Wise Furnace Co., Akron, Ohio. 


Wrought Ir@n Range Co., 
St. Louis, Mo. 





Horse Shoes. 
American Steel & Wire Co., 


Chicago, II). 
Humidifiers. 
Haynes, Kansas City, Mo 
Jobbers—Hardware. 
Bullard & Gormley Co., 
Chicago, Il) 


Clark-Smith Hdw. Co., Peoria, Ib. 


Lath—Expanded Metal. 
Milwaukee Corrugating Co., 


Milwaukee, Wie 
Machinery—Cul vert. 
Bertsch & Co., 
Cambridge City, Ind 
Machines—Crimping. 
Bertsch & Co., 
Cambridge City, [nd. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y 


Machines—Razor Blade. 
Hyfield Mfg. Co., New York, N. Y¥. 


Machines—Sheet Metal. 
Bertsch & Co., 


Cambridge City, Ind 
Dreis & Krump Mfg. Co., 
Chicago, Il) 
Niagara Machine & Tool Wks., 
Buffalo, N. ¥ 
Machines—Stove Pipe. 
Hemp & Co., St. Louis, Mo 
Metals—Perforated. 
Harrington & King Perforating 
Co., Chicago, Il) 
Miters. 
Friedley-Voshardt Co., 
Chicago, Ii! 
Notoreycles. 
Johnson’s Arms & Cycle Works, 
lver, Fitchburg, Mass 
Naile—Slating. 
Hussey & Co., C. G., 
Pittsburgh, Pa 
Naile—Wire. 
American Steel & Wire Co., 
Chicago. I!) 


Ornamente—Sheet Metal. 


Friedley-Voshardt Co., 


Chicago, !!! 


Patterns—Stove. 


Cleveland Castings Pattern Co., 
Cleveland, Ohio 


Cope-Swift Co., Inc., 
Detroit, Mich 


Quincy Pattern Co., Quincy, I) 
Vedder Pattern Wks., Troy, N. Y¥ 
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Pipe and Fittings—Furnace. 


Henry-Miller Fdry. Co., 
Cleveland, Ohio. 


Meyer & Bro. Co., F., Peoria, Il. 
Michigan Safety Furnace Pipe 
Co., Detroit, Mich. 
Standard Furnaces& Supply Co., 
Omaha, Neb. 
Register Co., 
Detroit, Mich. 


Stearns 


Pipe and Fittings—Stove. 
Hemp & Co., St. Louis, Mo. 
Meyer & Bro. Co., F., Peoria. Il. 
Michigan Safety Furnace Pipe 

Co., Detroit, Mich. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Whitaker-Glessner Co., 
Wheeling, W. Va. 


Pipe—Conductor. 
Berger Bros., Co., 
Philadelphia, Pa. 
Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., Peoria, Ill. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Whitaker-Glessner Co., 


Wheeling, W. Va. 


Polish— Metal. 
Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Polish—Stove. 
Nickel Plate Stove Polish Co., 


Chicago, Ill. 


Posts—Steel Fence. 
American Steel & Wire Co., 
Chicago, Ill. 


Punches. 
Bertsch & Co., 
Cambridge City, Ind. 
Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Ranges — Combination Gas and 
Coal. 
Globe Stove & Range Co., 
Kokomo, Ind. 


Ringen Stove Co., St. Louis, Mo. 


+ 
. 


Ranges—Electric. 
Globe Stove & Range Co., 
Kokomo, Ind. 


8. 
Delta File Wks., Philadelphia, Pa. 
Heller Bros. Co., Newark, N. J. 


Registers—Warm Air. 
Hart & Cooley Co., 
New Britain, Conn. 
Henry-Miller Foundry Co., 
Cleveland, Ohio. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
Stearns Register Co., 
Detroit, Mich. 


Revolvers. 


Johnson’s Arms & Cycle Works, 
ver, Fitchburg, Mass. 


Roasters. 
Whitaker-Glessner Co., 
Wheeling, W. Va. 


Rolls—Forming. 





Bertsch & Co., 
Cambridge City, Ind. | 

Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Roofing—Iron and Steel. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Burton Co., W. J., Detroit, Mich. 
Philadelphia, Pa. 


Cortright Metal Roofing Co., 
Philadelphia, Pa. 


Friedley-Voshardt Co., 


Chicago, I). 
Inland Sieel Co., Chicago, Ill. 
Milwaukee Corrugating Co., 
Milwaukee. Wis. 
Whitaker-Glessner Co., 
Wheeling, W. Va 
Rubbish Burners. 
Hart & Cooley Co., 
New Britain, Conn 
Rules. 


Lufkin Rule Co., Saginaw, Mich. 


Saws. 
E. C 


Atkins & Co., - 
Indianapolis, Ind. 


Schools— 
Sheet Metal Pattern Drafting. 
National School of Sheet Meta! 


Pattern Drafting, St. Louis, Mo. 


Screens—Perforated Metal. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Sheets—Black and Galvanized. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Dearborn Steel & Iron Co., 
Chicago, Ill. 
Inland Steel Co., Chicago, Ill. 
Whitaker-Glessner Co., 


Wheeling, W. Va. 


Sheets—Vismera. 
Inland Steel Co., Chicago, Ill. 


Shotguns. 
Johnson's Arms & Cycle Works, 


Iver, Fitchburg, Mass 
Skylights. 
Burton Co., W. J., Detroit, Mich. 
Snips—Tinsmiths’. 
Niagara Machine & Tool Works, 


Buffalo, N. Y 


Solder. 
Allen Co., Inc., L. B. 


Chicago, 


Solder—Aluminum. 


Roesch, Geo. E,, Aurora, Il. 


Soldering Iron—Self-Heating. 
Allen Co., Inc., L. B., Chicago, I). 


Soldering Supplies. 
Allen Co.. Inc., L. B., Chicago, I). 


Specialties—Hardware. 
Atkins & Co., E. C., 
Indianapolis, Ind. 
Delta File Wks., Philadelphia, Pa. 
Heller Bros. Co., Newark, N. J. 
Hyfield Mfg. Co., New York, N. Y. 
Lufkin Rule Co., Saginaw, Mich. 
Rock Island Mfg. Cod., 
Rock Island, I). 
Stover Mfg. & Engine Co., 
Freeport, 
Vaughan & Bushnell Mfg. Co., 
Chicago, 


Tn. 


Tl! 


| 





Statuary. 
Friedley-Voshardt Co., 


Chicago, Ill. 


Sticks—Soldering. 
Allen Co., Inc., L. B., Chicago, Il. 


Kerosene. 
Mo. 


Stoves—Gasoline and 


Ringen Stove Co., St. Louis, 


Stoves and Ranges. 


Globe Stove & Range Co., 
Kokomo, Ind. 
Ringen Stove Co., Louis, Mo. 
Schill Bros. Co., Crestline, Ohio. 
Thatcher Furnace Co., 
Chicago-New York. 


St. 


Stove Pipe Reducer. 
Sullivan-Geiger Co., 


Indianapolis, Ind. 
Tacks, Staples, Spikes. 
American Steel & Wire Co., 
Chicago, Ill. 


Tapes. 
Lufkin Rule Co., Saginaw, Mich. 


Tiles and Shingles—Metal. 
Burton Co., W. J., Detroit, Mich. 
Cortright Metal Roofing Co., 

Philadelphia, 
Milwaukee Corrugating Co., 
Milwaukee, 
Whitaker-Glessner Co., 
Wheeling, W. Va. 


Pa. 


Wis. 


Tin—Perforated. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Tinplate. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Whitaker-Glessner Co., 
Wheeling, W. Va. 


Tools—Carpenters’. 
Atkins & Co., E. C., 
Indianapolis, Ind. 
Lufkin Rule Co., Saginaw, Mich. 
Vaughan & Bushnell Mfg. Co., 


Chicago, Il. 


Toole—Sheet Metal. 
Bertsch & Co., 
Cambridge City, Ind 
Dreis & Krump Mfg. Co., 

Chicago, Ii). 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Toole—Tinsmiths’. 
Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 

Chicago, Il. 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 

Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 


Torches. 

Allen Co., Inc.,, L. B., 

Chicago, Ill. 

Ashton Mfg. Co., Newark, N. J. 

Bernz, Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 

Columbus, Ohio. 

Clayton & Lambert Mfg. 


Co., 
Detroit, Mich. 





>. 
Troughs—Eaves. 


Berger Bros. Co., 
Philadelphia, Pa. 


Burtop Co., W. J., Detroit, Mich. 
Milwaukee Corrugating Co.,, 


Milwaukee, Wis. 
Whitaker-Glessner Co., 
Wheeling, W. Va 
Valves—Humidifier. 
Haynes, Kansas City, Mo. 
Ventilators. 


Berger Bros. Co., 
Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicago, 
Standard Ventilator Co., 
Lewisburg, Pa 


Ii. 


Ventilators—Ceiling. 
Hart & Cooley Co., 
New 


Britain, Conn. 


Vises. 


Rock Island Mfg. Co., 
Rock Island, Ill. 


Waterers—Stock. 


Rock Island Mfg. Co., 
Rock Island, I). 





q ADVERTISING is 
to-day the mightiest 
factor in the business 
world. It is an evolu- 
lution of modern indus- 
trial competition. It is 
a business builder, with 
a potency that goes be- 
yond human desire. It 
is something more than 
a “drummer” knocking 
at the door of the 
consumer — something 
more than mere sales- 
manship-on-paper. It 
is a positive, creative 
force in business. It 
builds factories, sky- 
scrapers and railroads. 
It makes two blades of 
grass grow in the busi- 
ness world where only 
one grew before. It 
multiplies human wants 
and intensifies human 
desires. It furnishes ex- } 
cuse to timorous and 
hesitating ones for 
possessing the things 
which under former 
conditions they could 
easily get along without. 

- 


{ Better begin to ad- 
vertise at once. Every 
day of waiting is a day 
wasted. 
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WANTS AND SALES 


BUSINESS CHANCES 


HELP WANTED 














For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to se- 
cure employes, parties desiring to 
purchase or sell business, secure part- 
ners or to exchange, eic., will find 
that these pages offer excellent op- 
portunities to satisfy their wants. 
Clerks and tinsmiths looking for sit- 
uations will find it to their advantage 
to use these columns. Those who 
respond to these announcements 
please mention that they “‘READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.”’ 


BUSINESS CHANCES 


Rent—A 
good business 
work on hand. Will sell on 
or will rent. Answer Quick, F. 
natta, Bloomville, Ohio. 














well equipped tin 
and lots of 
easy terms 
Va- 
11-3t 


For Sale or 
shop doing a 








For Sale--70 Fénner’s Metal Weather 
strips. Assorted sizes and C. C. and B. J. 
finish. $25.00 cash. All in good condition. 
Boxed ready to ship. Fremont Furnace 
and Metal Works, Fremont, Nebraska. 

12-3t 

For Sale—One Ideal lawn mower; fine 
shape; rotary shear flander pat. Good 


condition: 20” grooving machine, P. S. 
& W. stove pipe crimp machine. Will make 
good price on the above items. Cole 
Hardware Company, Bethany, ae 

-3t 


For Sale—Well equipped tin and plumb- 
ing shop in town of about 1,400 in North- 
ern Indiana. Rent reasonable and very 
little competition. Good outlook for busi- 
Reason for selling, am on the road. 








ness. 

Address E. St. John, Wadkerton,  In- 
diana, 11-3t 
For Sale—Flourishing auto radiator 


Northeastern Ohio in- 
owner 


husiness in 


repair " 
Reason for selling, 


dustrial center. 


wants to go> south. Address A-56, 
care of AMERICAN ARTISAN AND 
HARDWARE. RECORD, 620 South Mich- 

10-3t 





igan Bovlevaf, Chicago, Illinois. 


For Sale—Old established hardware and 


implement business. 40 years in same 
building. Not a dollar of stock that 
won't turn at least three times a year. 
Fine town and best farming county in 
Southern Michigan. Rent very reason- 
able. Mortimer & Hickey, Hartford, 


Michigan 10-3t 








For Sale--Good clean stock of hardware 
in 5,000 Wisconsin city, located in a fine 


dairy country where farmers get their 
money and pay their bills promptly on 
the 15th of each month. Stock will run 
ahout $9.000.00; reai estate and fixiures, 
$6 000.00 This business will stand close 
inspection Will take in exchange ood 
improved farm or city property. Address 


1-59 care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Boulevard, Chicago, Illinois. 10-3t 
For Sale—Valuable patent issued Feb- 
ruary 11, 1919, No. 1294262. This patent 
is on a combination ash sifter. Most con- 
venient and efficient vet devised. it is 
made and designed to fit stationary in the 
ash pit of any size stove or range. All 
sifting is done in the ash pit. Write me 
today for full particulars Will sell 
for reasonable price. Address A-60, 
eare of AMERICAN ARTISAN AND 
HARDWARE RECORD. 620 South Mich- 
igan Roulevard, Chieago, Mlinois 1N-3t 








@ ror Sale—Live plumbing and heating 


ind sheet metal shop in one of the best 
xrow'ne cities in Montana County seat 
of 2.500. No outside competition within 
seventy miles. Stock and tools invoices 
$8,200. Spring prospects never looked 
hetter. Till health comne!ls us to sell at a 


sacrifice. Terms cash. Business well estab- 
lished. Offers splendid onportunity for in- 
ereased volume for right kind of man. 
This opening will bear inspection. Uuless 
you have the money and mean business, 
Ad- 
eare of AMERICAN ARTISAN 
PFCORD. 620 Saunth 
11-3 


please do not waste time bv writin, 
Cress A-62 
AND HARDWARE 
Michigan Boulevard, Chicago, Tlino’s 





For Sale—An old established tin shop. 
13 years in business at 1711 South Broad- 





way, St. Louis, Missouri. A. Lindauer. 
11-3t 
For Sale—Good second hand No. 14 
Monitor cast iron furnace, less casing, 


made by Keith Furnace Company of Des 
Moines, lowa. Will sell this at a big 
bargain. Please address replies to A-57, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Boulevard, Chicago, Illinois. 10-3t 





‘HELP WANTED 


Wanted—Tinner, one who can do fur- 
nace work and plumbing. Steady work 
for right man. Wages $25.00 to $35.00 per 
week. M. KE. Southwick, Moville, lowa. 

12-3t 








Wamnted—An all around tinner and fur- 
nace man capable of doing good work. 
Steady work year around. State wages 
desired. Address Lauer Brothers, lLin- 
coln, Illinois. 0-3t 

Wanted at Once—A good all around 
tinner and furnace man, one who is abie 
to do some country plumbing. Steady job 
and good wages. Treckers and Phillips, 
Odell, Illinois. 8-ufn 








Wanted—A tinner who is willing to help 
in hardware store. Steady job for a de- 
pendable man, Send references and state 

Devils 


salary wanted O’Brien Brothers, 
Lake, North Dakota. 12-3t 





Wanted at Once—A man who can do all 
kinds of sheet metal work, plumbing, hot 








air, steam and hot water heating. Steady 
job. Married man _ preferred. State 
wages wanted. Luther E. Alkire, Hocpes- 
ton, Illinois. 10-3t 

Wanted—First-class plumber, one who 
van do hot water heating and tin work 
in all its branches. Steady work for 
eapable man. State wages in first letter 
or no attention will be paid. Address 
Box 156, Laurel, Nebraska. 12-21 

Wanted—Young married man who has 


had one or two years’ experience as sales- 
man for the hardware and grocery de- 
partment of a general store, in a small 
town on the Wabash in Brown County 
No boozer wanted. Address J. H. Means, 
Hersman, Illinois. 19-3t 





Wanted—All around tinner and plumb- 


er; one who can also do hot air, steam 
and hot water heating. Steady employ- 
ment the vear around. Married man pre- 
ferred. State full particulars about your- 
self and wages expected in first letter. 
Schaefer Hardware Company, Crystal 
Lake, Illinois. 12-3t 





Wanted at Once—One first-class metai 
workman for bench work. Young man pre- 
ferred who has some speed and thorough- 


Iv understands this work. Also one man 
who thoroughly understands radiator re- 


pair work and can do metal work. Steady 
for the right men. 3rizee Metal Works, 
Twin Falls, Idaho 12-3t 

Wanted—A tinner and sheet metal 
worker to take charge of a_ shop in 
Mastern Montana. Must have ability and 
ne able to handle heating and ventilating 





jobs. Steady employment. Address 
\-62, care of AMERICAN ARTISAN AND 


HARDWARE RFCORD, 620 South Michi- 
aan Bou'evard, Chicago, Illinois. 11-2t 








Wanted—Young man who has had some 
experience in sheet metal work and eave 
troughing desiring to increase his knowl- 
edge of the business under a competent 
teacher at good wages. Country shop 
near Chicago, Illinois. Please address 
A-61, care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 





igan Boulevard, Chicago, Illinois 10-3t 
Wanted-—-One first-class sheet metal 
worker who can do inside and outside 


gutters, spouting 
Fight hours per 
you can do 
wire. If 


work, incloding roofing, 
and general repair work. 
day 7? cents ver hour. If 
above work and want to come, 


job still open we will wire you to come. 
~No trensportation furnished. \ddress 
Pox 194, Charleston, West Virginia. 
Kanawha County. 12-3t 

Wanted — First - class tinner and 
draughtsman; competent to take full 
eharge as manager of a growing manu- 


facturing business making a specialty of 
farmers and feeders supplies. Man desir- 
ing a permanent position or wishing to 
buy an intcrest in the business preferred. 
County seat: population 12,000: eastern 
Nebraska. Please address renilies to A- 
€4. care of AMFRICAN ARTISAN AND 
HARDWARE RECORD, 690 South Michi- 
zan Roulevard, Chieago. TMinois. 11-3t 








Wanted—A competent tinsmith. Wil! 
pay first-class wages and guarantee 
steady employment. H. Toman, 
Cherokee, lowa. 10-3t 





Wanted at Once—Tinner and furnace 


man, one who can assist in store. Per- 
manent position to right man. Hill and 
Sperbeck, Spirit Lake, Iowa. 10-3t 





Wanted at Once—We have a first-class 
job the year around fof a good combina- 
tion man—a plumber and tinner. Tyler 
and Hallas, Salem, South Dakota. 12-3t 


Wanted—An Al tinner, plumber and 
steam fitter. A good steady job at good 
wages for the right man. Address 130 
West Main Street, Montpelier, Ohio. 9-3t 








Wanted at Once—A man who can do al] 
kinds of sheet metal work, plumbing, hot 
air, steam and hot water heating. Stead: 
job. $25.00 per week. 


Address E. FE. 
Nellans, Mentone, Indiana. 11-3t 





Wanted-——First-class tinner and furnace 
man, one who can do steam and hot 
water heating Steady employment to 
right man. tandolph Hardware Com- 
pany, Randolph, Wisconsin. 12-3t 





Wanted at Once A first-class sheet 
meta! worker, plumber, hot water, stean 





and warm air heating man. Steady em- 
ployment the year around. Married mar 
preferred, No boozer Begin at once 
A. L. Spradling, 218 East Main Street, 
Hoopeston, Illinois. 12-3t 

Wanted—Sheet metal and furnace man 


to take charge of shop. Opportunity to 
get a working interest in the business 
for tne right man, Must be strictly sober 
and not more than 40 vears of age. Will 
pay up to 65¢ per hour. Roell Heating & 
Ventilating Company, Minot, North Da- 
kota. 12-31 


Wanted — A first-class sheet metal 
worker. Must be reliable and used to all 
kinds of work in the metal line. One 
used to power machines preferred. Stead, 
work. Nebraska town. State experi- 
ence and wages wanted. Address A-58 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Boulevard, Chicago, Illinois. 10-3t 








For Sale—To those who wish to save 
time and money, J. W. Conchar’s PRICE 
MAKER AND PROFIT DETERMINER is 
just the thing you need. This handy 
volume will be of the greatest value to 
you in regulating the list and selling 
prices of any article. The tables in this 
book are arranged to show the sold cost 
and the net profit and the percentage 
that must be added to the actual ware- 
house or store cost to bring the result 


desired. 170 pages. Cloth, $2.00, postage 
prepaid. Address Daniel Stern, 620 South 


Michigan Boulevard, Chicago, Tllinois 








SITUATION WANTED. 











Wanted-—Situation by a first-class sheet 


metal worker and furnace man. \m 
steadv and sober and want a steady job. 
Address Tinner, 2241a FE Street, Granite 
City, IHlinois. 12-%t 





Situation Wanted—Who wants a first- 
class shop foreman by April or May? I! 
draft any patterns from blue prints. Posi- 





tion must be in a town of 10,000 or more 
population. Shop must have plenty of 
room and light and do first-class work 
State wages in first letter. Box 145 
Dodsonville, Texas. 11-3t 

Situation Wanted—By a first-class tin- 
ner and furnace man, capable of taking 
charge of shop. Desire position with 
some good firm in Wisconsin or 


Northern Illinois Address replies to 
A-65, care of AMERICAN ARTISAN ANI 
HARDWARE RECORD, 620 South Michi- 
gan Boulevard, Chicago, Illinois. 11-3t 





Situation Wanted—By a _ first-class 
sheet metal worker and furnace installer 
Have had 15 years’ experience. Am 
capable of taking charge of shop. Mar- 
ried. Desire to make a change at once 
for good reasons. Please state wages Ad- 
dress A-54, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Boulevard, Chicago, Hitinets. 


Situation wanted by an_ experienced 
hardware man. Can do plumbing, heat- 
ing, electric wiring, install milking ma- 
chines and do anything that comes in the 


hardware line. Am married and sober 
Can furnish Al references. Prefer place 
where work brings advancement. Addres* 


A-67. care of AMERICAN ARTISAN ANI) 
HARDWARE RFCORD, 620 South Michi- 
12-3t 


gan YToulevard, Chicago, Illinois. 























men. 


March 22, 1919. 











SITUATION WAN TED 








Situation wanted by first-class sheet 
metal worker. Can do cornice work, sky- 
lights, ventilating, cupolas, general shop 
work and furnaces. Can also do drafting 


and pattern cutting. Address 207 North 
Pennsylvania Avenue, Mason City, Iowa. 
12-3t 





Situation Wanted—By a first-class sheet 
metal worker. Have had 20 years’ ex- 
perience. Am also a first-class hardware 
clerk. Will go anywhere. Address A-66, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Boulevard, Chicago, Illinois. 11-3t 





Wanted—Position as plumber and tin- 
ner. Am 36 years old, single and have 
no bad habits. Can handle truck or auto. 
21 years at plumbing and tinning. Can 
aiso wipe lead joints. Expert on furnaces 
and heating. I am not a would-be me 
chanic. <A trial will convince you. State 
your wages in first letter. I worked at 
Rock Island Arsenel. If you desire a 
tirst-class workman write to Lee Balie. 
112 11th Street, Moline, Illinois. 12-3t 


—e TOOLS| 














cornice 
Ad- 
12-3t 


Wanted—An eight foot steel 
brake. Must be in good condition. 
dress H. A. Ebert, Alden, Minnesota. 





For Sale—Set tinner’s tools in good 
condition for $175.00. Don’t bother unless 
vou really want to buy. Address W. S. 
Huxol, Hermann, Missouri. 10-3t 








For Sale—A complete set of tinners 
and plumbers tools in fair condition. Also 
several pipe cutters. Address Northern 





Hardware, Petoskey, Michigan. 11-3% 
Wanted to Buv—One or two second 
hand small turning machines P. and G 


without stand Condition, of faces not 
particular. One 20” bar folder. Fremont 
Furnace and Metal Works, Fremont, Ne- 
braska. 12-3t 





Sale—A set of tinners and plumb- 
ers tools, and remnant stock of material, 
located in one of the best towns in 
Southern West Virginia. in the heart of 
the Pocahontas coal fields. A fine op- 
portunity for any practical mechanic who 
wishes to start in business. For further 
particulars, address M. G. Whitlow Hard- 
ware Company, Bluefield, West Virginia. 
11-3t 


SPECIAL NOTICES. 


For 














Special Notices are charged 
at the rate of $3.00 
per inch per _ insertion 


ATEN TS 


HUBERT E. PECK, 
Patent Attorney 
622 F. St. Northwest, WASHINGTON, D.C. 


WANTED 


Sheet metal workers. 
Klectric Appliance Company, 5660 
West Street, 
Hlinois, 


WANTED 


Tinsmith—for general 
work, 











Edison 


Taylor Chicago, 


12-1t 





Metal pattern 
maker. Machine repair 
National Sewing 
Machine Company, Bel- 


videre, Illinois. 


12-It 
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SPECIAL | NOTICES 


~ WANTED 


Sheet metal workers. 
Automobile work; first class 
mechanics. Apply Empire Auto 


Specialty Company, 2909 Indiana 
Avenue, Chicago, Illinois. 


WANTED 


12-1t 





Auto Radiator Repair Man. 
kK. & L. Radiator Company, 2237 
Cottage Grove Avenue, Chicago, 
Illinois. 


12-1t 





WANTED 


Solderers, Tinsmiths. 
Apply Excelsior Motor 
Manufacturing & Supply 
Company, 1820 North 
Lawndale Avenue, Chi- 
cago, Illinois. 
WANTED 
Sheet Metal 
Must all 


experience in 


12-It 





loremen— 
around 
out 


have 
laying 
sheet metal work and capable 
of handling men; also sheet 
metal 
Paasche Air Brush Company, 
1219 West Washington 
Street, Chicago, Illinois. j..,, 


SALESMAN DESIRES 
SITUATION 


Soldier recently discharged from 
overseas service desires position in 
hardware store as salesman. Have 
had 10 years’ experience in hard- 
ware and sporting goods. Can assist 
in window displays, etc. At present 
employed, but have good reason for 
change. Am 29, single and strictly 
sober. A-1 references. For further 
particulars address R. L. Simmons, 
905 Main Avenue, McCook, 
Nebraska. 10-3t 


men and _ helpers. 
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Se CPOeUNET POO SP eNNRONERDEONENS 


Aluminum Is Now Easy to Soder 


Allen Aluminum Flux is the only flux 
that makes it easy to soder alumi- 
num to itself or to any other metal. 


Sample Free. 
L. B. ALLEN CO., Inc., 4555 No. Lincoln St., 


soreneeany: 


Eh 


ala > 4 ELEVATORS: 
oY) screwed etek atom pie B 


SEND FOR CIRCULAR 


KIMBALL BROS. CO. 


1031 Ninth St., Council Bluffs, lowa 
i= a Cit beseney 


“iits SHAHEOUAUTAOGUUVEOOULGVHTANONTALITHOTE 








Chicago, Ill. 














The Best Filter Made 


b You Cannot Afford to Use 
Any Other Kind 


Drop us card and we wil) 
convince you, 


BRIOGES. Bedford, lowa 














ALUMINUM 


SOLDER AND FLUX 


Guaranteed to work and do smooth 
job with an ordinary soldering iron, 


GEORGE E. ROESCH 
386 NewYork St., Aurora, Illinois 








MANUFACTURERS 


You who are on the lookout for a 
patent of merit, I invite you to in- 
vestigate the merits of my 
COMBINED 
FURNACE POKER 
AND 
CLINKER EXTRACTOR 
U.8. Patent, No. 1,265,303 
This is a very convenient and 
handy tool; I would hardly know 
how to get along without it. 


HARRY S. DAILEY 
213 Waiker Street Bellefontaine, Ohio 


PWS. 


WAR SAVINGS STAMPS 
ISSUED BY THE 


UNITED STATES 
GOVERNMENT 
































TINNERS 


Country town Tinners to learn Pattern Drafting. Lé¢ 
Chicken troughs, 


how to make Barn Ventilators, 


fittings, Radiator Repairing, together with Plumbing, Steam 
Hot Water Heating. 

The opportunity is here—the work must be done Our Home 
Study courses cover all this work When you can swing more 
work to your employer, he naturally can pay you more money, and 


even hire more tinners under you. 


START YOURSELF —1IT IS YOUR OPPORTUNITY! 


Booklet and Drawings Free — Write 
tonight—moments bring promotion. 


THE NATIONAL SCHOOL 


O. W. Kothe, Prin. Founded 1910 


WANTED 


t us teach you 
Tanks, al) Furnace 
and 


SHEET T_METAL 


PATTERN DRAFT IN 





ST. LOUIS, MO. 
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TRIANGULATION | gages 
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eae 1 Ange 


PATTERN CUTTERS 
Be Efficient 


KNOW TRIANGULATION AS APPLIED 
TO SHEET METAL PATTERN CUTTING 


Learn from this book TRIANGULATION, one of the best 
books on this subject ever offered to the trade. Its immense 
popularity is measured by the large number of buyers and 
users in the trade today. Because of the increased cost of 
materials used in making up this book the retail price has 
advanced to $3.00 (in accordance with our former announce- 
ments. Note the fac-simile pages, read the descriptive mat- 
ter and if you do not possess this valuable book, order a 


copy today. 
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FAC-SIMILE PAGES IN REDUCED SIZE OF 
TRIANGULATION APPLIED TO SHEET METAL PATTERN CUTTING. 


TRIANGULATION is a book inspired by existing need. It is a consecutive treatment by one of the 
few practical men able and willing to give the time and labor necessary for the preparation of a 
thoughtful exposition designed to help the reader. The author has been prominently identified with 
the cutters’ art for a great many years, and is at present actively engaged in a practical capacity in 
one of the largest and best equipped shops in the country. Therefore, the sheet metal trade comes ' 
into possession of a standard book that is purely practical and that was prepared with regard for 
the demands upon the cutter of today. 

TRIANGULATION was, in fact, written with regard for the general progress of the pattern cutters’ 
profession, and will be of especial value: 

To those who want to acquire, to systematize or to perfect a knowledge of laying out sheet metal 
work, by the approved modern method. To teachers, students and beginners who want to study pat- 
tern cutting consecutively from the ground up and who would make sure of adopting the newer, 
simpler and more concrete methods of handling pattern problems. To sheet metal workers who take 
a pride in the possession of the best books for their calling. 

TRIANGULATION is a complete treatise on this subject as applied to sheet metal pattern cutting; 
progressing from the simplest phases of the subject to the most complex problems employed in the 
development of sheet metal patterns; with practical solutions of problems of frequent occurrence in 
sheet metal shops. 

This new book has 272 pages, and is illustrated with 124 engravings in line and half-tone, including 
many reproductions from photographs of sheet metal models made expressly for this work. Size is 
6x9 inches and it is substantially bound in cloth. Price $3.00. With AMERICAN ARTISAN one 
year (52 issues) $4.25. ORDER YOURS TODAY and ask for a complete list of books and patterns 
that are of great value to sheet metal workers. 


All Books Sent Postage Prepaid. No Books Exchanged. 


DANIEL STERN » Publisher and Bookseller 


620 South Michigan Boulevard Chicago, Illinois 
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